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N attempt to locate the reason for the unprec- 
edented high price of hides, skins and leather, 
and consequently of shoes, is very much like chasing 
the rainbow with the expectation of finding the pro- 
verbial pot of gold at the rainbow’s end. The farther 
one travels in the search, the farther off the actual end 
of the solution of the problem seems to be. The re- 
tail merchants justify the prices asked from the con- 
sumer upon the ground that the shoe manufacturer 
names the price to him, and he has no other alterna- 
tive but to pay the price asked. The shoe manu- 
facturer in turn maintains that he is in a position 
where he must pay the tanner most any price that 
the tanner demands for his leather. The conditions 
are such today that it is practically useless to shop 
around from one tannery to another with the expecta- 
tion of buying leather at a lesser price by such a 
process of buying. It is really a question with him 
of getting sufficient leather of dependable quality 
from which to manufacture the shoes that his sales- 
men are taking orders for. 

Very recently a large manufacturer said that in 
former days the representative of a tanner would 
come to him and talk ! »ud and long about the superior 
quality of his particular leather, the wearing quality, 
the superior finish and texture and the cutting value. 
He would work with all of his might and main to sell 
leather. Today that same representative comes in 
and says, “inasmuch as you have been a good cus- 
tomer, we will spare you so many thousand feet of 
this grade and so many thousand feet of another 
grade.” In other words, the tanners are not. sell- 
ing leather, they are distributing their product as 
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Chasing the Rainbow 








though they were conferring a favor upon the 
shoe manufacturer by letting him in on this 
distribution. 

The tanners say that they have no voice in naming 
the price on raw hides and skins excepting by a process 
of bidding in an open market, that the packers and 
hide dealers are an independent bunch of merchan- 
disers, and it is a question of the highest bidder getting 
the product. In other words, from start to finish it is 
a seller’s market, and a seller’s market is always a high 
priced and an upward trend market. 

One of the largest tanners of fine calfskins in the 
Middle West sizes up the situation in this way: “If 
we can stay out of the market for 30 days and all the 
other tanners of the country would do the same thing, 
you would see the biggest slump in raw hide and skin 
that the world has ever witnessed, but we cannot 
stay out of the market for 30 days and I presume that 
practically every other tanner in the country is in 
about the same condition as we arein. The result is 
that we are each bidding against the other, and the 
highest bidder gets the desirable skins and hides. 
The supply of raw skins which we now have on hand 
would not last us more than twenty days if we cease 
to buy, while at the same time our output is sold ahead 
for several months, and the big problem with us is to 
buy skins at a prive so that we can fill our orders for 
leather at a reasonable profit. 

“We have always imported a considerable quantity 
of skins from Europe and from South America. To- 
day, European buyers are outbidding us in the hide 
and skin markets of these foreign countries. Euro- 
pean buyers are apparently so hungry for calfskins 
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that they go far beyond what we think is reasonable 
for these products. 

“Some months ago the vice-president of our company 
met some Italian buyers in France. At that time 
these Italian buyers offered us $1.50 per foot for 
leather that was then selling in this country at about 
$.75. This grade of leather today is worth $1.10.” 

An interesting circumstance was related by this 
same tanner. Previous to the war this concern had 
sold a large quantity of leather for foreign shipment 
at $.58 per foot. The leather was shipped to New 
York, but at that time it was impossible to get trans- 
portation, so for some time the leather remained 
stored in an eastern warehouse. As time went on and 
shipping did not improve that shipment was used to 
fill domestic orders. This tannery is now filling that 
order with leather that is worth better than $1.00 per 
foot in the home market, and filling it at the former 
price of $.58. This tannery maintains that it is not 
the fault of the buyer that shipment could not be 
made, and since the order was placed in good faith 
and accepted in good faith, they are yet duty 
bound to fill their part of the contract. They 
believe that such business ethics will win out and 
prove exceedingly profitable in the end. 

If such a code of ethics were adopted and main- 
tained by all mercantile concerns, there would cer- 
tainly be less complaints of returned goods and far 
less friction between buyer and seller. 

Sixty days ago, nearly every calfskin tannery in 
the country had on its hands a surplus of low grade 
leathers, while the demand for the better grade was 
very active and in most instances beyond the supply. 
Within the past week or two there has been an unusual 
activity in these lower grade leathers—so perhaps a 
new activity is being developed in the utility of all the 
good leathers and not an exclusive demand for only 
the ‘‘top grades and top prices.” 





Figures and the Public 


VERY one in the shoe trade remembers the out- 
burst from certain sensational daily newspapers 

a few years ago, over the alleged discovery that the 
duty on hides “increased the cost of shoes $1 a pair.” 
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This went over the country like a prairie fire—until 
truthful commentators pointed out the undeniable 
fact that the whole duty on the amount of hide 
in an ordinary pair of shoes was only about four 
cents. Then came the story that the enormous ex- 
actions of the “machinery trust’’ caused a similar 
increase; and this had to retire, in turn, abashed and 
discredited, in the face of the truth that the whole 
amount of royalty charged, the total, gross sum, was 
only about a nickel a pair. 

Just at present, the straw-chewing and sober-sided 
farmer is being made the subject of wild objurgation 
in certain quarters, as a factor in “cost of living,” 
because of the guaranteed price of $2.25 a bushel for 
wheat. But the wheat consumption in this country 
is only about six bushels per capita per annum. That 
is $1.13 apiece a month, for each of us, large and 
small; this is less than four cents a day, or 20 cents 
a day for the average-sized family. That is to say, 
if some miracle were to shower down our wheat sup- 
ply, like manna, free of any charge whatever, we 
should each be the gainer by the amount of four cents 
a day! Eastern carpenters, who are getting $1 an 
hour for their work; are thus compelled to work 
nearly three minutes, each day, in order to meet the 
bill of the farmer for wheat for that day. 

Evidently, it will be necessary to look elsewhere 
for the reason for the bulk of the “high cost of living.” 
And a lot of public vaporizing and criticising and 
financializing ought to be subjected to similar analysis 
and dissection; there is small use in trying to provide 
a remedy before you know what ails the patient. 

The readiness with which the public take up with- 
out investigation shows the need of preparedness for 
the supplying of correct information. 

Square facing of mathematical and financial facts 
will do the world good. We especially need to keep 
in touch with the multiplication table. And in 
estimating costs, we might, for example, reflect that 
it cost us thirty billions of dollars to place two mil- 
lion soldiers in the field in France. That is $15,000 
apiece—and with no field guns and no airplanes, at 
that. And as probably not more than one-tenth of 
them was ever in the front line at any one time, that 
meant that our “far-flung battle-line”’ cost us $150,000 
per man. Evidently, there is no profit in war, for us! 
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but Uncle Sam can’t. 





Business and Law-makers 


HE average citizen might have chirked up a bit 

the other day, upon noticing casually in the 
day’s news that a group of big business leaders in- 
cluding Paul Warburg, Elihu Root, J. P. Morgan, 
H. P. Davison, Frank C. Vanderlip and others. had 
appeared before the Senate, to answer questions. 
He would have thought that these men had been 
called in consultation for counsel in getting at a busi- 
ness program for the government. Was that it? 

Oh, no! nothing like that. The Senate had simply 
got into a squabble over the location and origin of a 
printed copy of the peace treaty. It does not matter 
two hoots in hades who had it, or where he got it, or 
where it came from. It was about as important as 
the problem involved in a children’s game of “Button, 
button, who’s got the button?” But our eight 
dozen elder statesmen had been snapping angrily 
“You did!’ “I didn’t!” at each other, and blocking 
real business for several days. After they found out 
who had the copy, and where he got it, they simply 
said, “‘Oh, all right!’ and wandered off in search of 
some other empty pretext for a political row, begin- 
ning nowhere and ending in the same place. 

Nevertheless and notwithstanding, there are many 
very able men in that body. Why is it that col- 
lectively they display so much less good sense at 
times than they manifest individually? Is the whole 
world getting fidgety and nervous and keyed up? 
It would seem so at times; and the symptoms need 
attention and sedatives. 

Your senator does good work sometimes. Did 
you ever write and tell him so? Why not? 

You expect and desire him to act like a business 
man’s representative; would he not be more likely 
to do it if he occasionally heard from you, as a busi- 
ness man and a constituent? It would be worth 
trying, on any law-maker, in any legislative body. 
Like the tramp, the legislator usually gets ‘more 
kicks than cold potatoes;” sometimes he deserves 
the kicks; but hope of reward, desire for approval, 
is as potent a force as fear of punishment. 





There may be cheap fighters who can make war pay; 
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Business of all grades and sorts was never more 
directly interested in law-making than it is today, 
since the mood for regulation has reached such 
heights. 





More Puzzles 


OVERNMENTAL puzzles continue to be handed 
out to business, from Washington. A some- 
what noted congressman has presented a resolution 
calling for a large campaign of public building, “for 
the purpose of encouraging private building.” How 
a line of business can be “‘encouraged” by setting up 
strong competition against it is difficult to see. The 
building trade workers are already demanding un- 
heard-of wages, and materials are very high; for the 
government to step in‘with a program of building, 
running up costly post offices and what-not, which 
are not at all pressingly needed—thereby spurring 
prices still higher—well, governmental theories of 
business have long been a puzzle. 





Why Government Needs More Shoes 


Washington, D. C.—Because of the fact that Con- 
gress instructed the War Department to furnish dis- 
charged men with a complete outfit upon leaving the 
service, including shoes, the department is now short 
of this article and will need more than $10,000,000 
during the fiscal year 1920, which begins on July 1, to 
make purchases for the proposed peace army of 
500,000 men. This will be required in addition to an 
appropriation for the repair of shoes, which, after 
being reclaimed, will be reissued. 

Col. J. R. R. Hannay of the Quartermaster Depart- 
ment has stated that $33,000,000 will be required 
during the coming fiscal year for clothing and camp 
and garrison equipage. 

“Shoes are a big item in this bill,” he declared. 
““We have a surplus in field and marching shoes. The 


hobnailed shoe, made with flesh side out, cannot be 


used in the Army. We cannot issue them to the men 
leaving the service; we cannot use them in barracks 
and quarters. They would destroy the floors of the 
barracks in a short time. Therefore those shoes will 
be sold, except enough to equip each man in the Army, 
whatever it shall be, with a pair of field service shoes. 
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SHOE TRAVELERS GIVE TRADE SURVEY 
At Boston Shoe Trades’ Club, June 18 


The feature of the noon-day meeting at the Boston 
Shoe Trades’ Club last Wednesday was a survey of 
business conditions as presented by salesmen of high 
standing covering various sections of the country for 
representative shoe manufacturers. “Business as I 
Found It and Prospects as I See Them” was the 
topic on which the shoe travelers talked. 


Era of Unprecedented Prosperity 


E. B. Terhune, president of the club, opened the 
meeting and sounded the keynote, as gathered from 
big business authorities of the country, of an era of 
unprecedented prosperity and high prices. Charles 
F. Maxwell, vice-president of the club and president 
of the Boston Shoe Travelers’ Association, then took 
charge of the meeting and in most brilliant and com- 
prehensive introductions presented “The Group of 
Trade Specialists’ who had been brought together 
on the suggestion of Secretary Thomas F. Anderson 
of the New England Shoe and Leather Association 
and second vice-president of the Boston Shoe Trades’ 
Club. 

The following shoe salesmen then held the atten- 
tion of an interested audience: 


From New England 


George J. Lovely, representing the Dalton Co., Inc., 
Brockton, Mass., in New England. Mr. Lovely’s 
theme was—‘You cannot stop business being good 
if you tried. They have got to come to us.” He 
gave the percentages of commodities which the 
United States produces with only 7 per cent of the 
land and 6 per cent of the world’s population. ‘“Be- 
fore the war,”’ said Mr. Lovely, “we were a debtor 
nation, that is, we owed other nations five billion 
dollars. Now, in 1919, we have not only paid the 
debt but foreign nations owe us ten billions. We 
now hold the largest gold reserves of any nation in the 
world. I firmly believe that all the business world 
is waiting for the definite closing of peace terms— 
then watch for the biggest boom the United States 
ever saw—war times not excepted.” 








From Ohio and Pennsylvania 


John McGett of Plant Bros. & Co., Manchester, 
N. H., who travels Pennsylvania Section, Ohio, and 
along the Atlantic Coast, said that while there has 
unquestionably been big business, the wage question 
has affected the situation. “It looks very much as 
if prices were to be much higher the coming season,” 
said Mr. McGett. ‘As to the future, I believe that 
this country has never seen the time when the future 
looked so bright as it does today.” Mr. McGett in 
closing spoke of the undercurrent of evil propaganda 
which is being circulated and hoped that the time 
would come when the legislature would enact a law 
to prevent same. 


From the South and Southwest 


Fred W. Stanton, who travels the South and South- 
west for Keith & Pratt, Middleboro, Mass., spoke of 
“King Cotton” as the barometer of that section’s 
prosperity. He also touched upon other factors of 
the South’s production which entered into the de- 
termination of its business welfare. He spoke of the 
millions upon millions of spindles humming away and 
producing millions upon millions of dollars, giving 
employment to many millions of peoples who in turn 
would enable the merchants to sell millions of dollars’ 
worth of shoes. Mr. Stanton said, “The outlook is 
very bright, and I am confident that the future holds 
for every one doing business in every section of the 
country untold prosperity.” 


From the Middle West 

A. W. Puffer, who travels the Middle West for 
Smaltz, Goodwin Company of Philadelphia, said: 
That as prosperity was from the ground up, his sec- 
tion was surely a prosperous one. “All men who have 
sold shoes the past season have had a wonderfully 
good season. The thing we want to worry about is 
not what has passed but what is to come. The 
Middle West needs workers just as the New England 
industry needs them. We want people to take a 
particular pride in their business. One of the 
greatest problems is the attitude of labor and capital. 
Everybody must do the best he can. The Middle 
West is optimistic—it could even get along without 
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prosperity for the coming year and still feel pretty 
optimistic. If everybody does the best he can, pros- 
perity will continue.” 


From Texas 


’ The next speaker was J. Frank Creehan of French, 
Shriner & Urner, Boston, who travels the Southwest. 
Mr. Creehan spoke of the question as to whether 
Texas is the Southwest or whether Texas is in the 
Southwest. “Texas,” said Mr. Creehan, “during 
the past year has raised the greatest wheat crop ever, 
and cotton and corn are looking great. Texas is a 
forcible reminder of the Bohemia of which John 
Boyle O’Reilly sung so beautifully. It is needless to 
say that I found business exceptionally good. I see 
no prospects of any future setbacks. I agree with 
Mr. Puffer that the settlement of the entire question 
between capital and labor is the settlement of the 
entire proposition of the future successful develop- 
ment and future substantial business of this great 
Southwest and Texas.” 


From the Inter-Mountain States 


The next speaker was W. H. Larkin of Stacy- 
Adams Company, Brockton, Mass., who travels the 
Inter-Mountain States for his firm. He spoke of the 
conditions in Colorado, Utah and Arizona, also those 
existing in Montana, Northern Idaho and Washing- 
ton. “Take the West as a whole,” said Mr. Larkin, 
“it does not matter whether it is a little town or not, 
they had good business while the war was going on 
and conditions were good in spite of the war. Now 
the men are all coming back and conditions are going 
to be even better. This section is coming into its 
own at last. Everybody is very optimistic and buy- 
ing good merchandise. I think that this condition 
will continue.” 


NINE RUSSET SHOE BIDS 
Submitted to Rubber and Leather Board 


Washington, D. C., June 16—Nine firms today 
submitted bids to the Rubber and Leather Branch 
of the Quartermaster Department for the production 
of 250,000 pairs of russet shoes. 

The prices are ranging high, reflecting the increased 
costs of raw materials. Most of the bids “had strings 
tied to them,” being submitted with the understand- 
ing that they be accepted practically at once. One 
bid carries the proviso that the price would hold 
only if within the next three days the leather would 
be obtainable. 

The government is very anxious to get shoes of 
the russet type and is willing to consider offers from 


manufacturers having quantities on hand for im- 


mediate delivery where the shoes will pass inspection. 
Bids were also opened at San Francisco today and 
the offers will be considered in connection with the 
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bids received here. Some of the bidders today offered 
additional quantities of shoes if permitted to make 
deliveries of late dates. As usual it was contemplated 
taking into consideration the time of delivery in 
the making of awards. The proposals received in 
Washington were as follows: 

_B. A. Corbin & Sons Company, Webster, Mass., 
75,000 pairs of marching shoes at $6.48 and 25,000 
pairs at $6.53 and 25,000 pairs garrison shoes at 
$6.83 and 25,000 at $6.88 per pair. 

Huiskamp Bros. Co. of Keokuk, Iowa, 10,000 pairs 
of garrison shoes $6.87. 

Fred F. Field Co., Brockton, Mass., 15,000 garrison 
shoes, $6.87. Additional bids were for 15,000 pairs 
at $6.87 to be delivered in September and 15,000 
pairs at $6.87 to be delivered in October. 

Huntington Shoe and Leather Company, Hunt- 
ington, Indiana, bid on 40,000 pairs garrison shoes, 
20,000 at $7.1514 and 20,000 at $7.20. 

R. P. Hazzard & Company, Gardiner, Maine, 40,000 
pairs of garrison shoes at $6.99. 

W. H. McElwain Company, Boston, 50,000 pairs 
garrison shoes at $6.77. 

Joseph M. Herman Shoe Company, Boston, Mass., 
25,000 pairs marching shoes at $6.50 and 35,000 pairs 
garrison shoes at $6.75. 

Rosenwasser Brothers, Long Island City, New 
York, 100,000 pairs garrison shoes and 25,000 pairs 
marching shoes each at $6.45 per pair. 

Charles P. Keighley, Vineland, N. J., 15,000 pairs 
garrison shoes at $6.84. 

Following the opening of bids for 250,000 pairs 
of russet shoes on June 16, it was announced by 
Captain George C. Bosson, purchasing officer, that 
contracts only would be recommended for award 
where the deliveries could be made on or before 
September 15. Due to this decision, the purchases 
by the War Department were limited to 125,000 
pairs, divided as follows: 

Joseph M. Herman Shoe Company, Boston, Mass., 
15,000 pairs of garrison shoes at $6.75 per pair. 

William H. McElwain Company, Boston, Mass., 
25,000 pairs of garrison shoes at $6.77 per pair. 

Huiskamp Bros. & Company, Keokuk, Iowa, 
10,000 pairs of garrison shoes at $6.77 per pair. 

B. A. Corbin & Sons Company, Webster, Mass., 
25,000 pairs of marching shoes at $6.48 per pair. 

Rosenwasser Bros., Long Island City, N. Y., 
50,000 pairs of garrison shoes at $6.45 per pair. 


A CHANGE IN NAME 
Not Affecting Personnel 
The members of the North Shore Jobbing Company 
announced June 1 that their firm name has been 
changed to the Superior Shoe Supply Company. The 
personnel of the firm, Morris L. Yudin and C. Louis 
Wilson, is not changed in any way. 
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Association 
Shoe Merchants Meet at San Jose, June 10 and 11 


: First Annual Convention C 


Officers Elected, San Diego Next Convention City 


] Over Two Hundred in Attendance, National Speakers, 
Ke 


of California met at the first annual con- 
vention of the California Retail Shoe 
Dealers’ Association, held at the Hotel Vendome in 
San Jose, California on June 10 and 11. The mem- 


M ORE than two hundred retail shoe merchants 


FRANK WERNER, President 


bers of the San Jose contingent were royal hosts to the 
visiting delegates and their families. Most of the 
guests arrived on the afternoon of June 9 and spent 
the remainder of that day visiting points of interest in 
and about the Garden City. An impromtu dance 
and “Jazz party” was arranged for the evening, which 
will be remembered as one of the most enjoyable 
events of the convention. 


All the members were on hand the next morning 
for official registration and assembled at 9 sharp in 
the convention hall for the opening addresses. The 
program, which was an unusually full one, was carried 
on without a hitch or omission, the time schedule 
being adhered to in a remarkable manner. The mem- 
bers of the organization, many of whom have attended 
the national conventions, were most enthusiastic in 
their praise of the program. Max Sommer, of the 
firm of Sommer & Kaufmann, San Francisco, re- 
marked in regard to the excellence of the matter 
chosen for discussion during the two-day session: 
“T have attended many affairs of this sort, both in 
this State and in the Eastern cities, both shoe mer- 
chants’ and manufacturers’ conventions and those 
covering a wider range of business activities, but I 
have never before had the pleasure of being a part of an 
assemblage of this character from which I derived as 
much useful knowledge in addition to having such a 
bully good time!”’ 


Barbecue and Other Features 


At the close of the first day’s business, the entire 
party was taken by motor car and trolley to Alum 
Rock Park, a beautiful spot in the wooded foothills 
about seven miles from the center of San Jose, where 
they sat down to a regular California barbecue served 
on tables spread outdoors under giant oak trees: A 
splendid “‘jazz” orchestra furnished music for the 
entertainment of the diners and for the dancing which 
began immediately after the barbecue and continued 
on well past the midnight hour. The next day was 
filled with the remainder of the program and election 
of officers for the following year, ending in a blaze of 
glory with a sumptuous banquet at the Vendome, 
attended by David Starr Jordan, chancellor of the 
Leland Stanford Jr. University, speaker of the eve- 
ning, who talked on one of the subjects nearest his 
heart, ““The League of Nations.’’ Al Katchinski pre- 
sided in a brilliant manner as toast master. 

The display of footwear equaled that of the Na- 


tional Convention, according to one of the members 
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who attended that gathering at St. Louis. The entire 
Lanai and Convention Hall of the hotel were devoted 
to the exhibits of the leading shoe industries of the 
country, of which California is playing no small part. 
An interesting feature of the exhibit was the col- 
lection of ancient shoes belonging to the United Shoe 
Machinery Corporation of Boston, Mass. 


Real ‘‘Pep”’ 


At 9.30 A. M., June 10, the convention was called 
to order by President Frank Werner, proprietor of the 
Walk-Over Boot Shop of San Francisco. W. C. Bailey, 
city manager of San Jose, welcomed the visiting 
delegates. ‘“‘Gentlemen,” said Mr. Bailey, “there is 
more pep in this convention than in any that I have 
had the pleasure of welcoming to San Jose. It is the 
real thing, and the ‘get-together’ spirit did it.” He 
then gave his audience a comprehensive idea of the 
business conditions and the, industries of San Jose and 
the Santa Clara Valley. He spoke of the $12,000,000 
prune crop, and prunes alone too, for 1919, in ad- 
dition to the many other fruits which are raised 
there. ‘‘We will have a $30,000,000 income this 
year,’ Mr. Bailey states, ‘‘and part of this will go into 
the shoe man’s pocket. Good fruit crops and good 
shoe prices go hand in hand.” 


President Werner States Association Aims 


In President Frank Werner’s opening address, he 
paid special tribute to the retail shoe merchants of 
San Jose for their partin the convention. ‘“These men,” 
said Mr. Werner, ‘were among the first in the state to 
see the advantages of co-operation and a local or- 
ganization was the immediate result. They came 
to San Francisco in June 1918 at the organization of 
the California Retail Shoe Dealers’ Association at the 
Palace Hotel and asked for the pleasure of entertain- 
ing the first annual convention in their ‘Garden City.’ ”’ 
President Werner, in reviewing the aims of the 
organization stated: “The purpose for which our 
association was formed is to foster trade and com- 
merce, to reform abuses in trade, to encourage wise 
and needful legislation, and to prevent and adjust 
controversies and misunderstandings which may 
arise between its members, to establish and maintain 
a State Association for the transaction of the business 
of the association and to form an enlarged and 
friendly intercourse between merchants engaged in 
the retail shoe trade. 

“In joining this organization, the member becomes 
affiliated with the National Shoe Retailers’ Associa- 
tion; he is given a key to the door of the shoe fra- 
ternity of the United States, admitting him to a 
frank and open discussion of any problem he wishes 
to discuss with his fellow-merchant; he is insured 
against unfair legislation; through and with the co- 


operation of the National body, which is furthering a - 
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national Honest Advertising and Merchandise Law, 
he is protected against fraudulent advertising and 
merchandising in the separate states. 


‘The association stands for the square deal 
between manufacturer and retail merchant. 
It gives the merchant the advantage of the 
organized efforts of the best brains among’ the 
greatest retail merchants in the world who 
attend the conventions, both state and national, 
where he may hear their opinions and listen to 
the discussions among the leaders of the craft. 
This is bound to stimulate, inspire and educate 
him along the lines of advanced thinking in his 
particular business. 


“Today is a. trying time for business in every 
line and duty and opportunity are closely allied. 





AL KATCHINSKI, Secretary-Treasurer 


The merchant of the future who does not accept this 
great trend in our business development must eventu- 
ally realize that he is out of the running. The big, 
broad knowledge of business today is so vast and so 
interlaced with the general affairs of life that it re- 
quires more than’ one’s five senses to embrace it. 
Surely, the association of many working toward one 
common end will multiply strength and power far 
beyond what any individual ability could achieve. 


**The retail shoe merchant who is observant, 
who is in touch with the affairs of the world, 
alert to glean the trend of the times in national 
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California Shoe Merchants at Hotel Vendome, 


business and social development, is realizing 
that the day of the old-fashioned, selfish, non- 
co-operative retail merchant is past; that the 
day for collective and co-operative competition 
is at hand. This does not signify the passing of 
the individual. On the contrary, it means the 
strengthening, the building up, the highest 
development, resulting in the greatest reward 
for individual effort. 

‘Headquarter service may be likened to the Chinese 
system of medicine, preventative of ills, rather than 
a panacea put up under labels to be prescribed for 
each particular case. 


Benefits from Organization 


“For example: Probably not more than a dozen — 


merchants know that within the last thirty days 
there was introduced in the Legislature of one of the 
States a joint resolution which called upon the 
Attorney-General of the United States for an in- 
vestigation of alleged exorbitant prices in the shoe 
business. How unjust such allegations of profiteering 
might be would have made no difference in the wide- 
spread harm that would have been done to legitimate 
merchants had this piece of petty spite legislation 
beén permitted to go unchallenged. That the reso- 
lution was effectually killed in committee and that it 
was vigilance and prompt action of the National 
officers of the Retailers’ Association which turned the 
trick just in time, is all that is needed to be told to 
illustrate part of the benefits which are derived from 
organization. 

“Similarly, numerous so-called Pure Shoe Bills 
have met their just fate and the trade has many times 
-been saved from the baneful influences of various un- 
‘called for and discriminating regulatory measures to 


which little publicity has been given, but which 
nevertheless, were a real menace to the well-being of 
every retail merchant in the land. The time of trade 
and store secrets between men in the same business is 
past. Let us try to formulate plans for the bettering 
of the trade and the securing of a closer understanding 
with one another. 


Need Protection of Organization 


“Here in the West we need the protection of or- 
ganization in three ways: first, the local association 
to deal with local problems; second, the state organi- 
zation, to watch proposed legislation, take action on 
matters out of the field of the local organization and 
establish co-operation and good fellowship between 
the merchants of the various cities within the state; 
and third, the national body, to guard against abuses 
on the part of the manufacturer and national legisla- 
tion. 

“We must all acknowledge, especially during pres- 
ent times, that wise judgment is needed to steer our 
industry into the proper channels and it is only by 
listening to the combined wisdom of the men who are 
the thinkers and who are blessed with foresight, that 
we can hope to arrive at a conculsion of what to do or 
not to do in order to protect our interests.” 


A. H. Geuting Pays Fitting Tribute 

A. H. Geuting, president of the National Shoe 
Retailers’ Association was unable to attend the con- 
vention in person, due to the strenuous situation of 
the labor problem at the present time and his letter 
was read to the members by the secretary. Mr. 
Geuting spoke in praise of Mr. Werner’s ability in the 
matter of leadership in association affairs, and men- 
tioned his unending efforts in establishing the interest 
of retailers throughout the country in the newly 
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organized body in California. In regard to Max Som- 
mer, Mr. Geuting voiced his appreciation, mentioning 
Mr. Sommer’s services in the behalf of co-operation 
and organization in both the National and State 
bodies. “‘Everything west of the Rocky Mountains 
will lean upon you,” wrote Mr. Geuting in relation to 
the work of the State Association. “The National 
Association has your best interests at heart and is 
eager to co-operate with you in putting the shoe busi- 
ness on a still higher plane and is struggling ever 
upward toward the pinnacle of success, both spiritu- 
ally and financially. 

“The Retail Association was one of the guiding 
spirits during the period of the war and was used as 
an example by many other lines of business.” Mr. 
Geuting mentioned that one of the latest things which 
the National body is taking up is the establishing of 
a complete stock report at headquarters, where the 
individual merchant may wire for information, thereby 
eliminating the necessity of an Eastern trip in many 
instances. 

Then came an interesting story of the meeting of 
the National Convention at St. Louis, Mo., by L. F. 
Weggeman, proprietor of Weggeman’s Bootery of 
San Diego, one of the California delegates. Mr. 
Weggeman related an illustration of the growth of 
co-operation among the retail merchants of the 
country. 

In Open Discussion 


In an open discussion which followed, the matter of 
attending the 1920 convention at Boston was dis- 
cussed and a number of the merchants signified their 
intention of being present. 

The Luxury Tax was brought into discussion and 
it was decided to institute a special appeal from the 
California retailers, as a body and individually, to 
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members of Congress and the Senate, that a move- 
ment be brought about which will result in the repeal 
of this act. 


Retail Shoe Clerks Pledge Support 


As a direct result of a wire received from the Retail 
Shoe Clerks’ Association of Los Angeles, the members 
of the State organization pledged their support and 
co-operation toward reaching a mutual agreement 
concerning the proposed universal Saturday night 
closing at 6 P. M. A motion was made encouraging 
the adoption of the law, and as this is already in effect 
in San Francisco, several of the retail merchants of 
that city recited their experiences concerning its 
adoption. 

Address by Eli H. Weil 


The business session was then adjourned until 2 
P. M. when it was opened by an address by Eli H. 
Weil, president of Buckingham & Hecht of San 
Francisco, on California shoe manufacturing. Mr. 
Weil spoke of the growing demand for California 
products and the need of proper publicity to create 
an insistent demand for merchandise manufactured 
in the state. 


F. Mantor Talks on Advertising 


One of the best talks of the convention was given 
by F. Mantor, advertising: manager of Hale Bros. 
department store of San Francisco. He impressed 
upon his hearers the absolute need of actual associa- 
tion between advertising and business. ‘“The adver- 
tising game should have close and definite relation to 
business,” Mr. Mantor stated. “Advertising is not 
one of the exact sciences. The true test of the effi- 
ciency of the copy is in the sale returns. Lazy mer- 
chants get into the habit of relying upon advertising, 
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the ‘miracle worker,’ but they will fast learn that to 
put over the business consistently, the merchandise 
has to back up the advertising. You merchants 
here—see that you have the right kind of a ‘hook-up’ 
between the published word, the interior of your 
shop, and the stock of merchandise which is 
advertised. 

“Your windows, your store interior, your sales force, 
your delivery wagons, even your shoe boxes should 
bear out the advertising slogan of the shop. And 
right here before I go any further—in these days of 
high prices, eliminate that apologetic air taken by 
the average salesman over the price of the merchan- 
dise. 

“Take your minds out of the store and into the 
community. This is the one way to learn how to 
turn the mind of your customer to your merchandise. 
That elusive thing called a ‘following’ is the thing for 


ADOLPH C. KAUFMAN, Director 


the merchant to consider and to strive for.) Cus- 
tomers are divided into two main classes—those who 
can afford anything and those who can afford nothing 
except from necessity. Make up your mind to what 
class you want to cater. Figure the types and purses 
of your prospective or established trade and con- 
sistently appeal to them through the medium of 
either style or price or both. Project your minds into 
the public mind and hook up your stock with probable 
purchasers. 

“The old thought of the merchant regarding ad- 
vertising, was as a selling expense. The new thought 
of that merchant regards advertising as a purchasing 
medium of good will and I do not need to impress 
upon your minds that good will rises supreme above 
every physical condition. 
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Advertising a Business Builder 


**‘Look upon advertising as a business-builder. 
Treat the money spent in advertising as invested 
capital. And—in case your establishment needs 
any reforming, do that reforming before you 
start to advertise. The public will be sure to 
regard your advertising announcements as a 
correct representation of your business, just 
as your selling force and the efficiency of your 
office is a true representation of the character of 
the employer.”’ 


Mr. Mantor also stated his belief that motion 
pictures are among the coming advertising media and 
should be carefully studied by the progressive mer- 
chant. 

Rubber Boots Made 

A most interesting feature of the session was the 
making of an entire rubber boot in full view of the 
audience, by J. J. Hawkins, manager of the Winslow 
branch of the United States Rubber Company. Mr. 
Hawkins gave a short, concise history of the rubber 
industry, particularly in its relation to footwear. 

The first on the program the following morning 
was the motion picture lecture describing in detail 
the manufacture of a pair of shoes by machinery, by 
J. F. O’Connell, publicity director of the United 
Shoe Machinery Company of Boston, Mass. 


Marshall Hale Talks on ‘‘Store Co-operation” 


Marshall Hale of Hale Bros.’ department store 
was the next speaker, the text of his subject being 
“Store Co-operation.”” Mr. Hale was one of the 
national figures in Red Cross activities during the 
war and recently returned from active service asa 
major of the Red Cross in France. 


“It is up to organizations of this sort’’ said 
Mr. Hale in speaking of the California Retail 
Shoe Dealers’ Association, “‘to bring order out 
of chaos in the business world. We must have 
democracy in business. Co-operate with your 
clerks and salesmen and remember that their 
ambitions are as worthy as yours. 


“We must co-operate with our competitors. May 
I be permitted a little pride in the manner in which 
San Francisco has succeeded in many instances to 
show what can be done with organized efforts?” 

Mr. Hale touched upon several graphic incidents 
illustrating the results of harmonious labor in the 
great war. : 

In returning to the matter in hand, Mr. Hale said: 
“The retail dry-goods establishments are with you in 
the movement toward the repeal of the luxury tax. 
It is co-operation which will accomplish this. You as 
an organization will be heard in Washington as in no 
other manner. Unless your forces pull together with- 
out dispute you. will accomplish nothing.” 
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**Conducting a Shoe Store” Treated 


H. E. Thompson, general merchandise manager of 
McCormick-Saeltzer Company of Redding, California, 
gave his ideas upon “How to Run a Shoe Store Suc- 
cessfully in a Small Town in Competition with Big 
Cities.” ° Mr. Thompson is part of an organization 
which does a business of about $1,125,000 per year ina 
town of 3500 inhabitants, and he believes that the 
slogan of the store, ‘Catering to all the people— 
carrying everything for everyone” is the secret of the 
success of an establishment of this sort. Usually, in 
smaller communities, the shoes are included in the 
departments of a general merchandise store and Mr. 
Thompson believes that the shoe department should 
occupy a conspicuous place in the store in order to 
attract the attention of the customer. 


Relies on Shoe Travelers 


Regarding purchasing, Mr. Thompson said that he 
relied a good deal upon the traveling man for style 
ideas and spoke of the necessity of the manufacturer 
establishing a feeling of confidence between himself 
and the country merchant. “As at least 50 per cent 
of the shoes of the country are sold to stores doing a 
business in the neighborhood of $50,000, the manu- 
facturer makes a mistake if he neglects the smaller 
man in the face of larger individual orders which do 
not amount to the volume in the long run.” 


Max Sommer Talks on Store System 


Max Sommer of Sommer & Kaufmann and a director 
of the National Association was next on the program. 
He gave an excellent address on Store System. 
**System is the manner in which the ultimate 
goal is achieved in the shortest and easiest way,”’ 
was Mr. Sommer’s clear, concise definition of the 
word. This paper will be published in more com- 
plete form in a later issue of the “Recorder.” 


**Salesmanship”’ by James Lynch 


The afternoon session was opened by James Lynch, 
lecturer for the University of California Extension 
Course, who propounded his ideas of Salesmanship 
to the members. Mr. Lynch hit straight from the 
shoulder, saying: ‘“The stores are burdened with too 
many mere order-takers—order-takers who are not 
creative salesmen.” 


Subject of Leather Treated 


The subject of leather was treated by Ansley Salz, 
president of Kullman, Salz & Co. of New York, San 
Francisco and Chicago. Mr. Salz briefly covered the 
leather market, during and since the period of the 
war, and then entered upon an interesting description 
of the tanning operations, as carried on at the big 
plant at Benecia, Cal. 
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H. B. Endicott Paper Read 


H. B. Endicott,” president of Endicott, Johnson 
Corp., sent his regrets that he could not personally 
attend the convention. His remarks regarding east- 
ern manufacturing conditions were read by Al 
Katchinski, secretary-treasurer of the association. 
Among other things, Mr. Endicott said: “On ac- 
count of the United States being the only hide market 
during the war, the prices were kept from soaring to 
an almost invisible height. Now, with the countries 
of Europe resuming the industry, the cost of hides are 
increasing. Consequently shoes are, and will con- 
tinue to be, high in price. Mr. Endicott spoke 
optimistically regarding the labor situation and ex- 
pressed the opinion that it would better itself gradu- 
ally without a great deal of the threatened acts of 
those of Bolshevik tendencies. 


H. E. Slayton on High Prices 


H. E. Slayton of the F. M. Hoyt Shoe Company of 
Manchester, N. H., also appeared by proxy and 
warned his hearers that conditions are changing so 
rapidly that by the time his letter reached the coast, 
the situation might be very different from what it 
was on the 26th of May, the date on which his paper 
was written. ‘‘Never,” writes Mr. Slayton, “have I 
known conditions to change with such rapidity as 
they have during the past 60 days. The market has 
changed from slow and cautious purchasing in every 
commodity to very active buying, from uncertain 
prices on many staple articles to advancing costs. 
Many prices on raw materials which dropped down 
from the high point a month or two ago are back 
nearly at the top once more. Hide values have ad- 
vanced more in the last month than in any similar 
period in the history of the business and if these 
prices are maintained, and it looks now as if they will 
be, we can count on shoes costing a great deal more 
next Fall. There is not a single manufacturer, to my 
knowledge, who has priced his shoes on today’s hide 
values. Demands from all parts of the world have 
been instrumental in bringing about this tremendous 
increase. 

“On May 1 the United States was the cheapest hide, 
leather and shoe market in the world. The rest of the 
globe was practically bare of these commodities. 
Reports that appear to be authentic are received from 
Europe to the effect that the population there has 
money for necessities, such as food and clothing, and 
they will have these things regardless of the condition 
of the governments. There is not a manufacturing 
concern of any size that does not receive numerous 
foreign orders and many of the demands are for high 
grade materials. The best information that we can 
get is that this demand cannot possibly be met for a 
year and a half or two years and by then Russia may 
come in for a large share of the market. 
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“The foremost political economists of this 
country, men such as Prof. Irying Fisher of Yale 
University, all agree that due to the inflation of 
currency and expansion of credits, we cannot 
hope for any lowering of price levels until this 
inflation is eliminated. 

“You in California realize that if your farmers re- 
ceived double the price for crops, they will have to 
pay accordingly for shoes. It seems to me that the 
trend of prices for the rest of 1919 is unquestionably 
assured, but even so, factories dare not sell beyond 
Oct. 1 on account of labor conditions and good judg- 
ment seems to indicate that they should put off the 
selling of their factory capacity until that time in 
order to meet conditions that may arise in the mean- 
time.” 

Frank R. Briggs Gives Address 

Frank R. Briggs of the Thomas G. Plant Company 
of Boston, Mass., was third on the list of Eastern 
manufacturers. He expressed his approval of Coast 
to Coast affiliation with the National organization, 
stating that such co-operation strengthens trade and 
establishes better relations between retail merchant 
and manufacturer. Mr. Briggs is a recognized au- 
thority on styles for women’s shoes and he remarked 
that fabrics are the preferred materials for tops in 
many localities. Mr. Briggs believes that textiles will 
be used during the next 12 months to relieve the upper 
leather situation. 


Trade Acceptances and Findings 


William A. Day, deputy governor of the Federal 
Reserve Bank of San Francisco, explained the Trade 
Acceptance clause in Banking, Trade Acceptances, 
etc., and stated that over 4,000 firms in this country are 
now using the trade acceptance method successfully. 
He talked also of credit conditions in the United 
States and what part the trade acceptance system 
plays in the betterment of the situation. 

Findings, Regal System, was the subject of the 
address given by J. Hoffman, with S. H. Frank & Co. 
of San Francisco. “The up-to-date merchant has 
made a study of his Shoe Findings’ department and is 
running it on a profitable basis. A good plan is for 
the salesman to suggest findings along with the 
closing of a shoe sale, not to the detriment, however, 
of the more important item. 


Election of Officers 

The election of officers followed, and President 
Werner was unanimously re-elected as presiding 
officer for the ensuing year. Al Katchinski will also 
serve again as secretary-treasurer. L. F. Weggeman 
of San Diego, was elected first vice-president; L. 
Brayton of Sacramento, is second vice-president. 
The new Board of Directors is composed of Max 
Sommer, San Francisco; Chester Herold, San Jose, 
Jack Reedy, San Francisco; Chas. R. McWilliams, 
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Los Angeles; Carol Wills, Oakland; A. C. Kaufmann, 
of Sacramento; H. E. Thompson, Redding; Chas. E. 
Daly, Fresno; Henry Garcia, San Jose; Henry Hoff, 
San Jose; Max Bloom, San Jose, Mr. Rodenbeck and 
Mr. Gover. 

The Executive Committee for the convention was 
as follows: 

San Francisco: Frank Werner, general chairman; 
Alfred Katchinski, chairman; Max Sommer, John 
Reedy. 

San Jose: Sanford Bacon, Max Bloom, Joe Deiner, 
Henry Garcia, Oscar Glans, Chester Herold, Harvey 
Herold, Henry Hoff, Albert Kayser, F. Schein. 

Finance Committee: ‘Henry Hoff, chairman; San- 
ford Bacon, and Oscar Clans of San Jose; Albert 
Block, San Francisco and A. C. Kaufmann, Sacra- 
mento. 

Entertainment and Banquet Committee: Chester 
Herold, chairman; Albert Kayser and Henry Hoff, 
all of San Jose. 

Press and Publicity Committee: Mrs. William J. 
Ahern, chairman, San Francisco; E. J. Baker, Wat- 
sonville; L. Brayton, Sacramento; Chas. E. Daly, 
Fresno; Henry Garcia, San Jose; S. E. Kirk, Porter- 
ville; Harry Thompson, Redding; L. F. Weggeman, 
San Diego; Fred White, Los Angeles. 


Mrs. Ahern Presented with Wrist-watch 

Mrs. William J. Ahern, who was untiring in her 
efforts of co-operation with the members of the 
association during the first year of its existence, in 
addition to the work directly connected with the con- 
vention, was presented with a handsome wrist-watch 
set with diamonds by the appreciative members of 
the organization. 

Registration, badge and credentials: Oscar Glans 
and Frank A. Ahern. 

Program Committee: San Francisco, Alfred Kat- 
chinski, chairman and Max Sommer; San Jose, 
Chester Herold. 

Display Booths and Hotels Committee: San Jose, 
Max Bloom, chairman, Joe Deiner, Henry Hoff, 
Harvey Herold, H. M. Garcia, Oscar Glans, Albert 
Kayser. 

Women’s Reception Committee: Mrs. Frank 
Werner, Mrs. Max Sommer, Mrs. Chester Herold, 
Mrs. Harvey Herold, Mrs. Henry Garcia, Mrs. 
Max Bloom, Mrs. Sanford Bacon, Mrs. Oscar Glans, 
Mrs. Henry Hoff and Mrs. Albert Kayser. 


Al Katchinski Booms Membership 

The report of the secretary-treasurer, Al Kat- 
chinski of the Philadelphia Shoe Company, advised 
an’ intensified membership campaign after the con- 
vention. Up to the date of June 10 there was a 
membership role of 160 retail shoe merchants. 

San Diego, California, was chosen as the next 
meeting place for the annual convention. 
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A Manual on Shoe Prices 


Q. Why are shoes so high in price? 

A. There are as many reasons as there are ingredi- 
ents that go into the making and distribution of the 
most complicated article of wearing apparel sold 


today. 


Q. What makes 
shoes so compli- 
cated. 

A. The fact that 
every corner of the 
globe must be 
scoured to get raw 
hides and skins, tan- 
ning materials, steel, 
cork filler and fab- 
rics—from China to 
Brazil, from India 
to Montana—makes 
it necessary to con- 
sider the increased 
expense of obtaining 
such necessities 
upon which to 
build the American 
shoe. 


Q. Is the shoe 
economically 
made ? 

A. It certainly 
is, for no article 
needing as many as 
210 pairs of hands, 
and about 137 ma- 
chine operations can 
be sold at a price 
in America, which 
in comparison 
with other nations 
is less by 40 per 
viewpoint, the 


increase has 
mum and the royalties paid are no greater now than 
five years ago. From the labor viewpoint, one has but 


1,000,000 pairs. 
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A manual of instructions in the nature 
of questions and answers “over the 
fitting stool” between customer and 


salesman. 
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In no sense a catechism of causes to 
be “‘sing-sung” but to be used as spice 
to conversation with the customer and 
to be tempered to the times, mood and 
spirit of the selling talk. 
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Study—then forget the phraseology; 
put it in your own words. 











and the wage of the people 
cent. From the construction 
been at a mini- 


Black calfskin... ..................... 
SR ae ee me 
a ERE 
RESTS SIRS AT 
Oak sole leather. . ..................... 


to consider all wage increases to see that an increased 


labor cost is obvious. 


Q. What is the size of the shoe industry? 


A. Through inventive genius and business ability 
the shoe industry is today the fourth manufacturing 
industry in the Uniled States. 


are invested therein, 


employed and the annual product is approximately 
one billion dollars with an output per day of about 


Black calfskin. ... 
Black kid..........: ees LUA 


Tan calfskin 


Over $300,000,000 Oak sole leather. ...................... 


over 200,000 wage earners are 


Truly such an industry with over 
1300 plants is competitive and, therefore, giving most 
economical service to the public. 

Q. But what are the reasons for higher cost? 


A. I see you 
want facts, so let’s 
consider three rea- 
sons. 


(1) Materials — 
leather and all ingre- 
dients—increased in 
cost to the shoe 
manufacturer. 

(2) Labor — in- 
creased cost of labor 
needed to build the 
shoe from the ma- 
terials. 

(3) Distribution 
—increased cost of 
handling the shoe 
from factory to cus- 
tomer’s foot. 


Q. Have the in- 
creases in materials 
been great? 

A. Yes. 120 per 
cent increase in wo- 
men’s footwear and 
80 to 100 per cent in 
men’s footwear. 

The following 
table shows the per- 
centage of increased 
cost in the principal 
materials used in 
shoes since 1915: 


per foot. 


“sé 


per foot. 


ee 


Pe $1.10-$1.50 “ 


sé 


ee 


The increased cost of leathers (Item 1) is brought 
about principally by the following conditions: 
(a) Reduction in the normal volume of certain 





46 BOOT AND SHOE RECORDER 


important kinds of raw skins and hides imported to 
the United States. (In normal times 50 per cent of 
our calfskins are imported and 95 per cent of our kid- 
skins.) 

(b) Tremendously increased demand in certain 
foreign countries for hides, skins and finished leathers 
with which to re-establish quickly their own shoe- 
making industry disrupted by the war. 

(c) Increased cost of tanning materials and of the 
labor required in curing and tanning the raw hides 
and skins. 

The cost of tanning is much higher nowadays than 
it was four, five and ten years ago. Labor for tan- 
neries has, of course, followed the upward trend of 
labor in most all other industries. The costs of capi- 
tal, of selling and of transportation, have advanced, 
as in other commercial activities, and the high prices 
offered in foreign markets for raw skins and hides 
have in the past few months created a domestic price 
and problem that is one of the startling features of 
the world’s leather situation. 

Leather and meats come from the same source, the 
food animals. 

Leather prices and meat prices, in a general way, 
go up together within approximate limits. 

The great rise in meat prices (which “every woman 
knows”’ who has had experience in household manage- 
ment) has been reflected in leather prices during the 
past few years. 

Inasmuch as leather (or other material) forms 
about two-thirds of the cost of making a shoe, an in- 
crease in prices of shoes was absolutely inevitable. 
No shoe manufacturer, still less shoe dealer, could 
resist the powerful upward tendency. 

An illustration of it is in connection with the tre- 
mendous soaring of the price of beef. It takes eight 
acres to raise a single steer. As our population in- 
creases and absorbs the former ranches of the West, 
as it has been doing during the past decade or two, 
the great grazing areas become fewer and more 
limited in extent. The ranch gives way to the past- 
ure, the pasture to the farm and in time perhaps the 
farm to the thickly settled districts. Beef cattle be- 
come fewer in number and inevitably the price goes 
up. It is quite likely that these prices will rise still 
more if the tendency just mentioned continues. Cer- 
tainly there will be no appreciable improvement in 
this country unless very radical measures are taken 
to encourage the raising of cattle on suitable ranches. 

A comparison of imports of hides and skins of all 
kinds to the United States for the 12 calendar months 
of 1916, 1917, and 1918 shows graphically the great 
reduction of available raw leather and material 
brought into our country. The figures are as follows: 


1918 1917 1916 


361,890,899 lbs. 631,065,682 lbs. 726,310,405 lbs. 
$108,043,703 $209,730,440 $172,603,316 
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The volume of imports for the first three months of 
this year did not show an encouraging increase. 
Government figures for the nine months ending in 
March are as follows: 

1918 1917 1916 
285,686,292 Ibs. 334,692,521 Ibs. 505,977,801 Ibs. 


The records of shoe manufacturing in the .United 
States, as accurately kept by the Government and 
by various associations in the shoe industry, show 
that, on the average, each one thousand persons con- 
sume 2,842 pairs of shoes per year, or an average of 
nearly 2 7-8 pairs per person. : 

The country’s population in this present year of 
1919 is estimated at 110,000,000—Therefore, at the 
rate of consumption just given, it will require about 
312,620,000 pairs of shoes to meet the requirements 
of our own citizens this year. 

But due to curtailment of shoe manufacture for 
domestic consumption—resulting from the war and 
from the extraordinary foreign demand, also from the 
shortage of leathers and available labor—it is care- 
fully estimated that United States shoe factories will 
not produce this year more than about 293,000,000 
pairs of shoes. This is practically the quantity manu- 
factured in the year 1914. Therefore, unless some 
condition at present unforeseen arises, there will be a 
certain shortage of shoe manufacture. 

The increased cost of labor employed in the actual 
making of the shoes—which today represents an 
advance of 80 per cent and upwards over the labor 
cost in early 1915—should be known almost generally, 
for it is a condition that has occupied a prominent 
place in the record of industrial matters, and in all : 
shoemaking centers it has been one of the principal 
subjects of interest. 

The total number of pairs of shoes sold at retail 
in this country during the war and at the present 
time is very materially less, per unit of population, 
than before the war. Increased retail prices and the 
absence of over 3,000,000. soldiers were the chief 
causes. Graphic proof of decreased sales of new 
shoes is the tremendously increased business of shoe 
repair concerns all over the country. 

The increased cost of handling the shoes and de- 
livering them to the consumers in conveniently- 
located and well-equipped shoe stores is an inevitable 
result of the generally advanced cost of doing business 
in a time of world disturbance. Here, too, the labor 
item has been and is an important factor. It has 
been established that retail selling cost (store opera- 
tions) has increased nearly 37 per cent. 


Q. I looked for a return of pre-war prices with the 
signing of Peace. 

A. Well, Mr. Customer, in your own business, do 
you find any decrease in price—are you selling or 
making a commodity under increased labor and 
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material costs—are you selling at 1914 prices? Well, 
I guess not. The shoe industry certainly can’t with 
every skin eagerly sought by the tanner—even be- 
fore the animal is killed—why our industry is limited 
to a material that is a by-product of a living animal 
which is decreasing in numbers thew orld over. No, 
I don’t look for lower prices. 


Q Why doesn’t my dollar buy as much today? 

A. Forthe reason that it is worth only 43c. in com- 
parison with five years ago. The dollar has shrunken 
in its buying power. This is really the big reason for 
higher prices in all commodities and all businesses. 


Q Why is it so advantageous for me to buy in 
your store? 

A. Because, here you get something more than 
shoes—you get service. \ It is the skill in fitting shoes 
right that makes for economy in your shoes—a well- 
fitted pair of shoes is worth four pairs poorly-fitted. 
It is profitable therefore to you to get “fitted right.” 





t nereases in Tabloid 


Shoe costing $3.30 in 1915 selling at $5.00. 

Today the same shoe costing $6.92 to sell 
at $10.00. 

The cost of producing shoes has increased 
122 per cent over 1915. 

The average increase in retail selling 
prices over 1915 is 105 to 110 per cent. 

Prices will go ,higher before they are 
lower. 











You can’t get fitted right by sending for shoes by 
messenger or by sending to a mail-order house. You 
must bring your feet to the store to get them fitted. 
You save money by doing so. 


_Q > Will people buy cheap shoes? 

A. No—the taste of the American public is im- 
proving. The woman will return to cheap shoes, 
such as were made ten years ago, no sooner than a 
man will return to writing all letters by hand, paying 
all bills by currency and a housekeeper to tallow 
candles from electric light. But the public can 
help by accepting good-fitting shoes made up in 
cheaper leathers and in leathers of greater variety. 
If a diversity of leathers could be made so that all de- 
mand was not for one popular shade of color or ma- 
terial, then more value could be obtained out of that 
most variable material—leather—which comes from 
so many animals’ backs. If you take better care of 
your shoes, use trees and good dressings, then too you 
can get more service—thus making your dollar go 
further in shoe wear BY T HE YEAR. 
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The “Y’’ Girl, Big Sister to American 
Doughboys 


An ‘“‘Honest-to-God American Girl’’, They 
Called Her 


Being big sister to four million soldiers was no 
small job, but the Y. M. C. A. girls who undertook 
it found that it was a satisfying one, for while the 
American boys had teased their sisters at home, 
pulling their hair, and mimicking their airs, they 
treated their “Y”’ sisters in France like veritable 
queens. 

There were 2,500 of these big sisters, girls who 
donned the uniform of the Y. M. C. A., sailed across 
dangerous seas, and landed in France to brave hunger, 
fatigue, exposure and shell fire, just for the sake of 
“doing something for the boys.’’ Some were college 
girls, some were gray-haired mothers, some were 
society girls, some were working women, but all 
knew and loved that specimen of the human race, 
the American boy, and all went over to dedicate 
themselves to that boy’s happiness and welfare. 

And the American boy responded by adopting the 
“Y’? woman as his favorite heroine. Wherever 
she was, the crowd of khaki was thickest. Whatever 
she said went. No matter what she looked like, she 
was always beautiful to him. Whatever she wanted, 
she got. The A. E. F. had found out some of the 
ugliness of war, but it was just as quick to discover 
its beauties. And the girl in the “Y” uniform was 
regarded as a special, extraordinary blessing. 

The “‘Y’’ woman earned first place in the soldier’s 
heart by being to him everything he wanted. If he 
were depressed, she cheered him; she was always a 
jolly sort, and good fun. If he were elated, she helped 
him celebrate. If he wanted to talk, she became an 
ear. If he wanted something to eat, she could always 
“rustle” it for him. If he wanted a word of sympathy 
or advice, she gave it. Or if he just wanted to look 
at an American woman for the pleasure of it, she 
was there, with her American smile, her American- 
made clothes, and she was the best thing to look at 
in all France, take it from the doughboy. 


Toplift Bidders 


Washington, D. C., June 16—There were only two 
bidders today for the supply of toplifts to the Rubber 
and Leather Branch of the Quartermaster Depart- 
ment. 

Meissner Leather Company of Boston offered 
360,000 pairs at the following prices: 27 cents for 
number 1, 28 cents for number 2, 29 cents for number 
3, 30 cents for number 4. 

Wilder & Company of Chicago: 25 cents for num- 
ber 1, (90,000 pairs), 27 cents for number 2 (115,000 
pairs), 29 cents for number 3, (90,000 pairs), 31-cents 
for number 4, (65,000 pairs offered). 
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First Regular Delivery of Shoes and Store Merchandise in New England 


Aerial Transportation of Shoes and 


Passengers 


HE first aerial transportation service of both 
T passengers and merchandise to be established 

in New England is being managed by E. A. 
Terhune, Jr., son of the well-known shoe traveler, Ed 
Terhune, who covers the South for Reynolds, Drake 
& Gabell Co. 

Ensign Terhune, in establishing the North Shore 
Aerial Transportation Co., makes the run between 
Franklin Field, Boston, and the New Ocean House 
at Swampscott in nine minutes. An aerial wire- 


less telephone is to be installed for the use of 


passengers. 


Ensign Terhune has been a naval aviator and 
holds aviator’s certificates from the Navy and the 
Italian Army, and also an American civilian pilot’s 
license. 

The first parcel of shoes carried was for delivery 
to William Wilz Carroll, a two-year-old youngster, 
whose new shoes were sent from a Boston store. 
In this picture we show Ensign Terhune signing 
receipts for packages and Manager Pollock of the 
Thayer-McNeil Company is in the direct center of 
the picture. He is kneeling and has his hand on 
the parcel. 





REORGANIZE NEW HAMPSHIRE 
ASSOCIATION 
Meeting at Manchester, June 23, at New 
Manchester House 
For Monday, June 23, at 9 a.m., W. C. Roose of 
the Beacon Shoe Company, Manchester, has invited 


W. W. Willson, H. B. Scates, Henry E. Hagan and ° 


James H. Stone to come to Manchester and help 
reorganize a State Shoe Retailers’ Association. 

W. C. Roose is booming the Boston 1920 National 
Convention. While in Dallas recently Mr. Roose 
aided in getting the Texas State Convention started 
for 1920, which association meets in Dallas this 


week with the Louisiana and Oklahoma associations 
jointly. 





The Associated Advertising Clubs. of the World 
will hold a convention at New Orleans on September 
21 to 25. The preliminary discussions for the program 
divulge some exceedingly interesting plans which the 
advertising clubs are formulating with reference to 
the advocacy of trade and advertising standards for 
various lines of business, such standards to be adopted 
by the people in the businesses involved for the guid- 
ance of all who desire to avoid the pitfalls of untruthful 
advertising. a 
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Fashion Insists on Novel Effects 
Artistic Buckles and Hosiery---Expense Disregarded---New York Style Report 


By Our Fashion Ezpert 


ESPITE the fact that the Government did not 

D allow the shoe manufacturers to bring out any 

novelties this season, the women have been 

able to impart novelty to their footwear by the use of 

artistic and attractive buckles. As for example, a 

woman who went away for the Summer had four pair 

of white kid pumps—one finished with white and 

silver buckles, another with cut steel buckles, still 
another with silver buckles and another with jet. 

This same idea she carried out with her black and 
brown pumps so 
that she was 
able to have a 
variety of shoes, 
shoes that were 
entirely differ- 
ent in appear- 
ance, by intro- 
ducing this 
clever trimming 
idea. 

The type of 
buckle varies 
according to the 
style of shoe. 
. For morning 
wear a simple 
buckle is chosen, 
for afternoon ‘a 
more elaborate 
one and for 
evening rhine- 
stone or beaded 
buckles are pre- 
ferred. 

Among the most exquisite buckles being worn this 
season are those of beads in fancy design, some having 
a flower in the center, others with a head for the cen- 
ter motif and in fact much ingenuity is displayed in 
making these beaded buckles. 


Sport Shoes Popular 


As was expected, there has been a great revival of 
all sorts of sport this Summer and the young women 
who have gone to the seashore or to the mountains 
have their trunks filled with a large assortment of 
sport clothes so that the country clubs will present 
a most attractive appearance this Summer. 

Bright colored sport suits in Jersey cloth, knitted 
fabrics and tricolette are noted as well as novelty 
skirts in white, plaids, checks and stripes with 
sweaters and knitted coats. 


Our Paris Artist Reveals in Shoe Styles a Profusion of Straps, Perforations, Collars, 

Combinations—in Fact Anything to Make More Hard Work for the Returning 

Soldier—Style Is Therefore Made a Social Betterment by Keeping Idle Hands Out 
of Bolshevistic Mischief 


While sport shoes must conform with the costume, 
they are selected also with great care as to their com- 
fort and low heels and comfortable round lasts are 
noted in all smart sport footwear. 

White canvas, white linen, and white buck shoes 
in both oxfords or high lace boots are given the prefer- 
ence for tennis, boating and other sports of this 
character. 

In order to impart a little color to some of 
these smart shoes, leather trimmings are _ intro- 

duced which 
give them an air 
of novelty. 
| The riding 
| boot continues 
y to be of the 
id ct same type as 
4 aN heretofore, in 
; : Russian brown 
’ or in black. No 
> a. attempt has 
> _ been made to in- 
troduce novel- 
ties, for the 
simple riding 
habit calls for a 
simple boot. 
The same is true 
of golf shoes 
which are select- 
ed for comfort 
and not for style. 
Bathing Shoes 
Very Loud 


The bathing shoes are usually of satin or silk in 
black, red, green, blue or white, in plain colors, 
stripes and polka dots. Some consist of high lace 
boots, others of sandals, still others in slipper effect. 
The matching of the eap, sash, cape and parasol with 
the same color as the shoe is very effective. 

It is considered in perfectly good taste to wear very 
loud bathing shoes and striking combinations are 
noted at the seashore. 


Smart Footwear for Afternoons 


Comfortable, practical and smart must be the 
necessary requisites for shoes for forenoon wear. 
Trim, slim oxfords, pumps or boots with military or 
low heels are the accepted shoes for this period of the 
day. They may be fashioned of black calfskin, black 
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kid, mahogany calfskin or tan and _ brown 
calfskin. 

For afternoon wear oxfords, colonials, or pumps are 
particularly desirable. The long and shapely vamps 
give the effect of slenderness, which is enhanced by 
the high or low French heel. These are usually of 
brown, black or black patent leather. Satin and 
suede are also selected by well dressed women for 
afternoon occasions in gray and white suede or kid 
and will be worn with light colored afternoon frocks 


in cotton, chiffon and Georgette crepe. 


Beautiful Evening Slippers 


The return of the men from the front means the 
return of dances and evening slippers are given much 
attention, as they help to finish off a dancing or dinner 
frock. The same materials for the slippers as hereto- 
fore are selected for these functions, satin being as 
popular as ever and in matching shade to the gowns. 
Silver and gold brocades or cloth of silver or cloth of 
gold are also fashionable fabrics for evening 
footwear. 

The popularity of black lace on black net evening 
gowns is responsible for the interest in black evening 
slippers, which are usually of satin or suede and are 
finished off with rhinestone or beaded buckles. 


Brocades for the Boudoir 


While the well dressed woman gives much attention 
to her footwear for morning, afternoon and evening 
wear, she also does not neglect the accessories for her 
boudoir and mules or boudoir slippers of various kinds 
are to be found in the trunks of the well dressed wo- 
men who are now at the various Summer resorts 
throughout the country. Dainty: brocades, plain 
satins or satins embroidered with dainty beads, as 
well as kid and suede, are noted in these boudoir 
slippers or mules, and are usually selected in matching 
color to the negligee which is to be worn. 


Hosiery in Lace Designs 


The vogue for pumps, colonials and oxfords neces- 
sarily means that much attention must be given to 
the hosiery and never before has there been a season 
when such attractive stockings have been worn as in 
this Summer. 

Lace effects are particularly fashionable, while 
embroidered clocks in silk or contrasting colors are 
also very smart. For strictly evening wear some of 
the stockings are set with lace, particularly when 
they are in black or white. A few show a smart de- 
sign in beads. 

In fact the entire idea this season is to have the 
foot look as attractive as possible without considering 
expense. 
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Free Life Insurance 
For Store Employes of Buffalo House 


Edward L. Hengerer of the Wm. Hengerer Com- 
pany of Buffalo, N. Y.,makes the announcement that 
group life insurance had been taken out with the 
Etna Life Insurance Company for all the employes 
of the store. The insurance will be made payable 
to any beneficiary whom the employe names and 
every person on the store pay roll, regardless of age, 
after three months’ service will have a policy issued 
in his or her name, the premiums being paid by the 
Wm. Hengerer Company. This is the first store in 
Buffalo to take out employe group insurance. 

Employes will not be required to stand physical 
examination, and the policy further provides for 
disability benefits, and requires the payment of the 
full sum insured in the event of permanent total 
disability before the age of sixty. 

The amount of insurance depends upon the length 
of service. One who has been employed for three 


months is insured for $300, at six months for $500, 
and thereafter $100 is added for each subsequent 
year’s service until the amount of $3000 is reached, 
which amount is carried on employes who have been 
in the store’s service for 25 years or more. 
Employes on the pension list are also included. 
Thus continuity and length of service are well re- 


warded. Over 750 persons are covered at this time 
and the insurance in force exceeds $700,000. 

The policies are binding as of April 28 and the 
amount of insurance at the present time is determined 
by the employe’s past record. This means that those 
who have been employed 25 years or more are insured 
for $3000, the maximum amount, and the others 
in accordance with the above schedule. New employes 
taken on from time to time will share the benefits 
of the plan. 

Mr. Hengerer in his announcement said: 

“We have made this arrangement, not only as 
an appreciation of service rendered by associates, 
but to aid the employes in caring for their dependents 
in the event of death. This insurance is furnished at 
no expense to the employes, and does not in any way 
take the place of any payment to be made for accident 
under the Workmen’s Compensation Law, but is 
in addition thereto. 

“It: adds to the tie of fellowship that has long 
existed between the store and employes and is another 
step that evidences the spirit of co-operation. 

“Should any of the employes leave the service 
of the Wm. Hengerer Company, they are privileged 
to take out the amount of insurance then in force, 
with the same company, in the form of life or endow- 
ment, without examination and at whatever premium 
rate which would apply at the time the employe 
would elect to take out.” 
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Trade Acceptances Meet the Test 


“It is a Preventative of Over Buying and is Working to Keep My Business 
On an Even Keel by Acting as a Balance-wheel on Operating Expense 
in Relation to Stocks of Merchandise,’’ Says a Wisconsin 
Retail Shoe Merchant. 


retail merchants of Milwaukee and throughout 

the state of Wisconsin has grown rapidly and is 
reaching broad proportions as the result of the clearer 
conception gained by the retail trade of the aims, 
objects, purposes, and, withal, the benefits of this 
form of business paper from a period of practical 
application as well as of constructive missionary 
work in its favor. Especially since the cessation of 
hostilities in November last, retail interests have 
shown a greater willingness to become acceptors than 
at any time following the re-establishment of this 
method of handling business. 


Jie popularity of the trade acceptance among 


Experience Makes Many Advocates 

Milwaukee wholesale credit men predict that the 
use of trade acceptances will become universal within 
a comparatively short time because prejudices which 
have existed against them are rapidly being dissolved 
in the light of understanding. Already more than 
100 business concerns of Milwaukee are employing 
the trade acceptance, which is an increase of more 
than 150 per cent in one year’s time. The retail 
merchants with whom these 100 or more concerns are 
now dealing are proving to be valuable missionaries 
in spreading the gospel of the trade acceptance, due 
to the fact that their experience has been uniformly 
favorable and entirely lacking in the dire things 
which, they were told by opponents of the trade ac- 
ceptance, would happen in case they signed instru- 
ments of this kind. It has become apparent, too, 
that the idea which once prevailed among retail mer- 
chants that trade acceptances were designed wholly 
for the benefit of the manufacturers and wholesalers, 
to the detriment and disadvantage of the retail mer- 
chants, has practically disappeared. 


A Balance- Wheel 

As a voluntary expression of a leading retail mer- 
chant of Milwaukee puts it, ““The trade acceptance 
is to my business what a governor is to an engine.” 
Another said: “It is a preventive of overbuying and 
is working to keep my business on an even keel by 
acting as a balance-wheel on operating expense in 
relation to stocks of merchandise.” 

A Clear Explanation 

One of the clearest expositions of the subject of 

trade acceptances that has come to the notice of 


Milwaukee and Wisconsin merchants is that given in 
an address on “Trade Acceptances” before the 
Kiwanis Club of Oshkosh, Wis., by Willard DeWolf 
Isham, manager of the financial department of the 
Harley-Davidson Motor Company, Milwaukee. This 
big manufacturing concern, and Mr. Isham as its 
fiscal agent, was among the first in the Middle West 
to introduce the trade acceptance, and was the first 
in the motor and allied trades of the United States to 
employ it. 

“At that time,” said Mr. Isham, “it meant a great 
deal of hard work to get our customers to ndopt the 
trade acceptance method of handling their credits. 

“These difficulties, however, are now largely elimi- 
nated, due to a more general use of the acceptance. 
It is now no uncommon thing for our customers when 
ordering goods to specify, ‘Trade Acceptance Terms,’ 
on their orders. 

“Practically the only objections we now encounter 
come from customers who are uninformed, or those 
who stubbornly adhere to the belief that the trade 
acceptance is a note, and, therefore, a reflection on 
their credit. 


Neither Note Nor Draft 
“Right here let me emphasize the fact that the 
trade acceptance is neither a note nor a draft. A 
note, as is well known, can be given in settlement of 
any sort of indebtedness, and when given in settle- 
ment of an open account is because that account is 


past due. A draft when used in connection with the 
shipment of goods usually is employed because the 
customer’s credit is not good enough to justify an 
open-account shipment. It also is frequently resorted 
to as a means of collecting a past-due account. 

**A trade acceptance, however, cannot be used 
for the collection of a past-due account—it can 
only be properly used in settlement of a purchase 
of merchandise, payment for which is not due. 

“Thus, instead of being a reflection on any one’s 
credit, it is rather an acknowledgment on the part of 
the seller that the customer’s credit is good.” 

Mr. Isham said that the law creating the trade 
acceptance, or rather re-establishing it—for it really 
is nothing new—makes this form of business paper a 
formidable-sounding document on its face, and it has 
a tendency to frighten many business men who have 
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not taken the trouble to find out what the following 
legal definition means: 


The Legal Definition 


*“*A bill of exchange drawn to order, having definite 
maturity and payable in dollars in the United States, 
the obligation to pay which has been accepted by an 
acknowledgment, written or stamped, and signed 
across the face of the instrument by the company, 
firm or corporation, or person upon whom it is drawn; 
such agreement to. be to the effect that the acceptor 
will pay at maturity according to its tenor such draft 
or bill without qualification or qualifying conditions.” 

Put into common, every-day business language, 
the trade acceptance is a written acknowledgment of 
the correctness of an open account, payment of which 
is not yet due, together with an agreement to pay 
said account on a certain definite date, at an agreed 
place, and which, for the sake of negotiability and 
convenience, is drawn up in the form of a draft or bill 
of exchange. 

“Thus you see,” Mr. Isham continued, ‘‘the trade 
acceptance, instead of being a formidable legal docu- 
ment, becomes a very simple matter. It is the very 
simplicity and entire fairness of the whole proposition 
that should commend it to not only the favorable 
consideration of business men, but a careful study of 
the subject to ascertain whether or not it would be 
practical in their own business. 


Rules Few and Simple 


“The laws or rules governing the use of the trade 
acceptance are few and simple. It is drawn up in 
the form of a bill of exchange or draft for the sake of 
convenience, and must have a statement on its face to 
the effect that the paper is given in settlement of an 
account for the purchase of merchandise. 


“The most common form reads: “The obliga- 

tion of the acceptor hereof arises out of the 
purchase of goods from the drawer.’ It 
is entirely permissible, however, to have 
the acceptance read: ‘In settlement of our 
invoice No. dated, 
We have tried both forms. Personally I favor 
the latter form, as it enables the purchaser to 
identify the acceptance with the particular 
purchase at time of payment. — ' 

“The purchaser is required to fill in a 
form which is printed or stamped across the 
face of the instrument, giving date of accept- 
ance, place of payment and signature. The 
acceptance may be made out for any length 
of time, but for the purpose of re-discounting 
at Federal Reserve Banks, it cannot run 
longer than three months in commercial 
transactions, nor longer than six months 
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when given in settlement of agricultural 
purchases.” 


Mr. Isham explained that the actual operation or 
use of the trade acceptance presents absolutely no 


difficulties. 
Discount Feature Optional 


“For example, let us suppose a bill of goods is 
shipped on terms of 2-10, 30 days net. An acceptance 
would be made out for 30 days and mailed to the 
customer with the invoice. If the customer desires 
to take advantage of the discount, the trade accept- 
ance does not enter into the transaction, but if he 
wishes to take the 30 days, the acceptance is properly 
filled out, signed, and returned. 

“The customer who intends to pay his bill at 
maturity,’ Mr. Isham added significantly, “‘can find 
neither difficulty nor objection to this method of 
doing business.” ; 

Asking and answering the usual first question raised 
in connection with the adoption of the trade accept- 
ance, namely, ““What are the advantages to be gained 
by using this system, which appears to be so radi- 
cally different from that to which we are accustomed?” 


’ Mr. Isham said: 


Advantages to be Derived 


“TI will enumerate a few of the more important 
benefits, and I might add that they are not theoreti- 
cal, but those that I know to be actual from our own 
experience. Before doing so, however, I want to 
make it clear that I do not consider the trade accept- 
ance a cure-all. It is not. There is still much to be 
desired, especially in the matter of discounting 
mediums. 

“Due to lack of knowledge, there are many erroneous 
ideas prevailing with regard to what the trade accept- 
ance will do. Some are of the opinion that it is abso- 
lutely worthless, or even worse—a mischief-maker in 
business. Then there are others who seem to think 
it is endowed with miraculous powers—that once you 
get a customer’s name on an acceptance your col- 
lection troubles are ended automatically and you at 
once become a preferred creditor even at a bank- 
ruptcy proceeding. 

“THE GREATEST BENEFIT ACCRUING 
FROM THE USE OF THE TRADE ACCEPT- 
ANCE IS NOT ONLY TO THE INDIVIDUAL 
OR CORPORATION ADOPTING IT, BUT TO. 
THE COUNTRY AT LARGE. THIS IS THE 
CONVERTING OF WHAT HAS BEEN RE- 
FERRED TO AS ‘FROZEN ASSETS’ TO ‘LIQUID 
ASSETS.’ The tremendous value of this process 
to every business man in the nation cannot be 
underestimated.” 

(Concluded in next week's issue) 
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Survey of Shoe Conditions 


On Leather, Fall Boots, Men’s Styles and 
White Boots 


The members of the Massachusetts Retail Shoe 
Merchants’ Association were sent a letter by Pres. 
Scates of such timeliness that we are printing it in 
full: 

I am writing all the members of some facts of 
interest to all, that occurred at the conference last 
week in New York. 

1. There have been sharp advances in leather 
from day to day for the last few weeks. This has 
resulted ina panicky buying and selling situation. 
It is admitted by tanners that the situation is acutely 
speculative, caused by foreign buying, heavy domes- 
tic selling and not enough leather to go round. Tan- 
ners and manufacturers alike will welcome a slowing 
up of buying to check advances. 

2. In the face of conditions I can offer no advice 
as to individual policy. 

3. At the conference the style program was worked 
out, and these you will find printed in the Shoe 
Retailer and “Boot and Shoe Recorder” the week of 
June 9th. 
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4. For Fall it seems now that women’s boots will 
sell at the first of the season but it is anticipated that 
few if any duplicate orders will be placed for boots 
this fall. I believe that a logical common sense cam- 
paign is now well launched to make women’s low 
effect good eight or nine months in the year. There 
is a difference of $3.00 to $4.00 in price, and low 
shoes give us an excellent opportunity to sell spats, 
buckles, hosiery. 

5. A great many men believe that tan boarded 
brogue oxfords will sell for young women’s wear this 
Fall, with heavy woolen fancy stockings. 

6. Men’s styles will show a strong tendency to 
speed up in detail, making them more fancy and 
attractive, and thus stimulate more frequent buying 
of men’s shoes. 

I am calling attention to the situation on white 
boots, leather and canvas. They are not selling, 
and I understand most of us are stuck on them in 
fair to large quantities. I am suggesting that all 
members get together, advertise and display them 
simultaneously and under the general caption of 
white sport boots. In this way we might get some 
action, while independently we face a markdown 
loss. : 
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© Womans’ McKay Shoes as pro. *4f 
duced by us open upatremen- %& 
dous field for shoe merchants, | 
at handsome profits. We have 

brought footwear beauty down to 

price levels that makes it possible 

to reach and satisfy the woman 

who must gratify good taste at 
moderatecost . & 
Allen, Foster, Bridgeo Co. 
lyun~ Mapes” Ticats OF FavexSt | 
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We Have Made These 
Better Outing Shoes 
Better and Still Better 


Stock Keds E planned in the beginning to make 

Keds which would be really stylish; 

FULLY with character, “lines” and dis- 
Be smva oat tinctiveness. 

y Keds have made shoe history. They have 

have ENOUGH changed public opinion. People were glad 
to get into these shoes—their trim good 
looks were matched by their comfort, wear 
and sound shoe value. Now Keds are better 
and still better—style features, smartness, 
range of sizes are far ahead this year of 
anything before. We are only telling you 
what dealers tell us. 
Proportionately, sales are bigger and bigger; 
for this year, every dealer should make sure 
beyond any question that he has stocked 
Keds enough. 


Large and Well Assorted Stocks 
Carried by the Principal Wholesalers 
and Rubber Stores Everywhere. 








United States Rubber Company 


New York 
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BOOTS AND SHOES 
Usual Summer Quiet Prevails 


There is little new or interesting in 
the rubber footwear market. As a 
rule those who usually order early did 
so months ago, and those who did not 
are still holding off and will probably 
do so until late in Summer, or even 
until the snow begins to fly. Now that 
it is generally conceded that the Fall 
shoes will have long foreparts and sharp 
toes, some dealers are giving supple- 
mentary detail orders for styles to cover 
these new shapes. The manufacturers 
seem fairly well prepared to make such 
styles, though many of them have so 
much business on hand that they can- 
not promise early delivery on these 
later orders. However, indications are 
that representatives of the various 
manufacturing companies will prob- 
ably be in Boston the last of this month 
and part of July to meet their customers 
who usually visit this market at this 


season. 
TENNIS SHOES 


Warm Weather Hastens Retail De- . 


mand 


The demand is already very heavy, 
the hot weather emphasizing the neces- 
sity of Summer costumes, with their 
accompanying Summer footwear. The 
factories are still at work on orders, 
though these are mostly filled, and now 
supplementary orders are beginning to 
show up. 

There is a marked foreign demand 
noted for the lower priced lines, 
and some call is developing for the finer 
newer lines. The companies which 
make the new working shoes report a 
steadily increasing call for these lines, 
to take the place of the leather working 
shoes which have increased so greatly 
in price. 

It is believed that many workers 
who have been forced to buy 
these shoes, because of advancing 
leather-shoe prices will find them so 
comfortable and so serviceable that 
they will permanently substitute such 
lines for the heavier and stiffer foot- 
wear they formerly wore. 


Weekly 


The Rubb 
Market Review of Rubber 
Footwear, Supplies and Prices 
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CRUDE RUBBER 


Business Only Moderate With 
Prices Easy 


The crude rubber market is still 
further depressed, owing to a combina- 
tion of causes. Stocks on hand are 
large, arrivals of heavy cargoes add to 
this plethora, while at the Far East 
prices are sagging. Business is usually 
quiet on a declining market, and this is 
the case with rubber at the present 
time. Plantations have dropped ma- 
terially as far as spot quotations are 
concerned, and while there has been 
some small buying by manufacturers, 
nearly all the business transacted has 
been buying by those who are caught 
short on contracts. Forward quota- 
tions, however, are more interesting. 
With first latex pale crepe quoted at 
42c for spot, and in all probability sell- 
ing, in some cases, fully 1c lower, July 
arrivals are quoted 44c, July-December 
45l4c, October-December 4614c, while 
January-June, 1920, arrival is held at 
47c. All prices for smoked sheets are 
le under these quotations. However, 
importers are far from anxious to take 
forward orders so far ahead, nor are 
buyers eager to purchase, though they 
are offering from %c to lc under these 
figures. Para grades ‘are quiet, but 
prices are firmly held, and as stocks are 
not over-large there is but slight possi- 
bility of following the decline of planta- 
tions. Centrals are dull. Guayule 
quotations are 2c lower both wet, and 
washed and dried. 


We quote spot prices: 


Upriver fine para 

Islands fine 

Upriver coarse 

Islands cqarse 

Caucho ball upper........ 
Caucho ball lower 


First latex pale crepe 

Smoked sheets 

Brown Crepes, &.... 06% 600s seus . 
Centrals and Mexicans 

Guayule (20 per cent moisture)... 
Guayule washed and dried........ 
African Massai 
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SCRAP RUBBER 


Prices Slightly Better, but Business 
Slow 
With the crude rubber market in such 
a condition as stated above, reclaimers 
find but a moderate demand for their 
product. However, during the past 
week or two there have been some indi- 
cations of a resumption of buying by 
the reclaimers. Whether this is a false 
alarm or not remains to be seen, but 
dealers do not place much confidence 
in it as a business sign, nor can they be 
shaken from their pessimistic views by 
the spasmodic activity of a few cus- 
tomers. Collectors, however, are de- 
manding somewhat higher prices. They 
are holding for $7.50 per hundred 
pounds, while dealers, who are glad to 
sell at 8c, refuse to buy on so slight a 
margin. What demand there is for 
scrap is mainly for boots and shoes, 
though the call for scrap tires shows 
signs of materializing. Quotations 
given are dealers offers to collectors. 
Scrap boots and shoes: $7.20 to 
$7.35 in Boston; $7.10 to $7.25 in New 
York; $7.05 to $7.20 in Philadelphia, 
and $6.95 to $7.10 in Chicago. 
Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 
Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 


Rubber Association Outing 


Next Tuesday is the date set for the 
outing of the Rubber Associations of 
America at the Sea View Golf Club, 
Absecom, N.J. A special rate has been 
made for members and guests from 
New York, on the train leaving that 
city via Pennsylvania R. R. about 
8 A. M. arriving at Absecom at 10 
o’clock. Special cars will be provided, 
including a dining car, on which break- 
fast a la carte will be served. f 


New Rubber Store 
A new corporation has been formed 
entitled Goodyear Rubber Store, Inc., 
to deal in rubber clothing, boots and 
shoes, etc., at Springfield, Mass. The 
officers are Henry E. Howe, president; 
Arthur P. Stocker, treasurer. 





mal bn Reference hate onan 





showing some 
exclusive models 


in White Kid, White : Bi 


IFA Buck, Reignskin and Canvas in a® s | 
ih ’ wide range of prices for - ) il 
\ . immediate . Y 
SS D> — nanieds y— IG All i 
: Y/ AM rare eI al 
») ‘) V3. AN tl > i i; : si f : 


Ts Ne ilk WARNE SE | MEN aR eee 


-_—— —- => 


—-— 


[— 











lbeccccncencoeccacccenacescccccccencccacccccencccescccsccecccsecescccnccceccccsens 
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=OUR FORESIGHT—in buying 4 
this shoe early saves you y 
$1.00 a Pair OG 
IN STOCK 


Light Weight Cocoa Brown New- 
castle Kid, Imt. Tip, Turn, Full 
Louis Covered Heel. 


B to D, 2to7 


$5.00 


No. 107 Same in Plain Poe ; 
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= The L. B. Schindler Shoe Co., Inc. g0. Duane streets 
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Walk. Cut, 


BUTTON BOOT 
awry Lp 9 Building 
Rired Boston Offic 09 


Building Room 


Bancroft. Walker a 
Makers of Smart Shoes for Women 
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Coburn 
: Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving timein sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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Its superiority is so 

generally recognized 

that our market is be- 
ing constantly widened. 
Customers are amo the 
most discriminating ees of 
leather values. Useful po 
ever kid can be used. 

Expert atiention te 
» i 7. 


. export trade. 
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Welt Footwear \\ ‘ 
forWomen | KR | 
WELCH, MOSS & FEEHAN CO. T?3<<K< OX 











HAVERHILL, MASS. 
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N. S. R. A. Convention, Boston, 1920 


Dollars Saved 


are the easiest dollars made. Fire insurance is a small item in 
business at best, but it has the biggest effect on a business man’s 
present and future welfare. With this strong fire insurance com- 

pany back of you, you are in a position to make the most of your 
opportunities. We can save you at least 25 per cent on your insur- 

ance costs. Look into this: 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The city of 141 diversified industries 
99% of which are locally owned 
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An extremely 


liberal profit 
in handling this new ufashond roduct. 
A leather- nish lace that is better ton real 


porpoise laces. 
Ask your jobber 
Samples upon request. Write us today 
The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabric Tip Shoe Laces 
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No. 940 


Dainty and Useful 
FOOT-PALS 


Ajline that can profitably be sold in your store. They have a most 
captivating way of appealing to the feminine trade by their charming 
style. Foot-Pals Practically Sell Themselves and net a substantial 
profit. Get them from your nearest jobber. We'll tell you where he is. 


E. Z. Walk Mi. Cox, inc. 


62-70 WEST 14th STREET NEW YORK CITY 

















> 














MUO Ta it I nn an LT Wii Vi 
ee ee oe ome — 


IT .\hoes 





aa 2\e8 


N few words, the shoe value , 
which the merchant wants 
is pretty equally style, 

quality and a price at which 
frequent turnover is assured at 
a good profit. 


This Smith-Briscoe PRINCE 
last rates exceptionally high in 
all three. 


Combined with well-known 
Smith-Briscoe style and quality, 
our purchase before present high 
market prices, of large quantities 
of raw material, make the matter 
of price very interesting. 


“See the salesman’’—or write 
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$10.00 
Style 7628- 
PRINCE 
Brown Kid V: B 
Battleship Gray Kid’ 
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“HUBTIP”*9, sz2,.2"" SHOE LACES 


“WOVEN TIP’’ 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


omen’s or Men’s Men’s : Women’s or Men’s 
27 in. per gro. Strings .. . .$2.20 36 in. per gro. Strings.... .$2.75 45 in. per gro. Strings .... $3.25 
pRB diie wees 2.40 — re: _ esate = ... 3.65 
Mon’s 09 in- Par gro. Strings. ..4.03| |G ASSORTMENT CABINET |D ASSORTMENT —t 
7 36 pair 36 i aad 
F ASSORTMENT CABINET] 94°" 45“ se 
48 pair 36 in 13“ - 18“ 
24 ity 45 [iy 
A ASSORTMENT CABINET 
ORDER A TRIAL CABINET 
with 


E ASSORTMENT CABINET 36 pair 36 in 
36 ir 36 i | ir ee 
36. 45 is“ COUNTER DISPLAY EASEL 


2 
z 














The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street Boston, Mass. 


3 





An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


: Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
= Foreign Trade Opportunities. Financial Reports. 

= Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
= Translations from or into any language. Expert Advice for Exporters. 

: Mediums for Advertising. 

" 
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IN STOCK 
In the Pla-Mate line you'll find only shoes into which the best 
of leather and workmanship goes. Sturdy and Dressy. 
“DPD” Width 


“Dp” Width 
F Special Patent....... $2.80 
ial Dull 2.80 


F Special Tan........... 3.20 
Button “Pla-Mate”’ Stocked for 


WILLIAMS, HOYT & CO., Rochester, N. Y. 


Room 502, Rochester Shoe Style Show. 
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GALLUN’S 
QUALITY LEATHERS 


FOR FALL AND WINTER, 1919-1920 





MANDARIN 
SIDES 


A chrome tanned side leather made in a 
glazed and boarded finish and offered in 
two colors. Mandarin Sides are strikingly 
attractive and of the highest integrity. 
They are designed to meet the call for fine 
shoes that can be sold at prices demanded 
by the great majority. 














NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high grade 
leather for storm and street wear. 

The texture of this leather is unusually fine and it is suitable for 
both men’s and women’s shoes. 

Norwegian Veals will be found in the lines of discriminating shoe 
manufacturers making a quality shoe. 

This leather is: produced in two colors and black. 














VIKING CALF 


A strong grained mellow calf skin that is moisture-repellent. This leather does not peal or 
chip and is especially adapted for a high grade shoe for Fall and Winter wear. Viking Calf 
is favorably known and universally used. It takes a brilliant polish and is offered for the 
coming season in five colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON 
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Shoe Polishes 


MU ALITY VARIETY 


Sold in the Market Places of the World 


An article in the RECORDER recently 
stated that “‘men who sell shoes, as well 
as men who make shoes, will observe new 
and promising economies in the footwear 
industry.” One of the greatest possible 
economies is the retailing of Whittemore’s 
shoe polishes, which helps the customer to 
maintain the beauty of shoes during the 
period of their usefulness. 


Two Sizes 


QUICK 


noaes BROWN ga x fate f clo who hes one you 

tt paste in stock, ‘ou e every! who has lered it— 

you! a it on it. For it’ ’s one of the best eellers in whole line. For 
there’s the same size package of PEERLESS OXBLOOD 


PASTE. 
This economy helps prevent 
wastefulness that increases costs 
of shoes and prevents sales of 
footwear because of high prices. 
It behooves retailers to co-operate 
closely, especially since the bene- 
fits are so overwhelmingly great. 


WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 























Women’s Canvas Shoes 
--at Reduced Prices!—- 


7500 pairs women’s white 
canvas welt Shoes and 
Oxfords, also women’s 
Nubuck and Kid Shoes. 
As we have discontinued 
the manufacture of white 
shoes, we are offering these 
goods at 


ALMOST 
HALF PRICES 


R. H. LONG COMPANY. 


FRAMINGHAM, MASS. 





Coming to Boston 
during July ? 


Of course you are. Too many 
good things to be missed by 
staying on the job, when all the 
other boys are gathering at the 
Hub. The Shoe Style Show 
alone will be well worth the trip. 
We suggest making arrange- 
ments for rooms at the 


Hotel Essex 


ABSOLUTELY FIREPROOF 
$1.50 PER DAY AND UP 


BOSTON 
McCARTHY BROS. 


Proprietors 














: 
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“Our people refuse to buy 
Hosiery without the ‘ONYX’ 


Stamp” 


Thus writes our Italian connection 
after discovering part of a shipment on which the 


“ONYX” Trade Mark had been omitted--- 


“Onyx” 


Reg V.S.Pat. office 


even in far Italy, as well as at home, has de- 
veloped a marvelous demand. 


“ONYX” is the brand for you now and forever. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
81 Bedford Street 1033 Chestnut Street The Lytton Building 














BOOT AND SHOE RECORDER 








Does Style Count in Boys’ Shoes? 





PATENTED AND REGISTERED 


SHOES 


Wort Rip 





Wonseam 








We say style counts, almost as much as strength 
and wear, and we think you will agree. 


It is a good selling principle to know that most 
boys are sensitive about their appearance. 
They do not want to be second to any of their 
companions in dress if they can help it. 


When style in shoes is combined with exceptional 
strength and wearing qualities, there is no ques- 
tion about their favor with any boy and his 
parents. 


Wonseam shoes are popular in price, essentially 
stylish in appearance, and have qualities of 
comfort and endurance that place them in an 
ultra-trade-winning class. _ 


Good points in abundance make them the re- 
peated choice of the boy and his family. Not 
the least of these is freedom from cobbler’s bills. 
Wonseam shoes wear like iron, and won’t rip. 


The orthopaedic army last is a guarantee of 
easy, healthful fit. 


No rips or leaks; due to the patented construc- 
tion of tongue and upper in one piece. The 
tongue won’t pull out, and the single seam that 
runs with the strain is supported by a full length 
leather back-stay and three rows of stitching. 


Two thicknesses of leather cover the toe. 


The under sole is clinch nailed on and the outer 
sole Goodyeared to it. May also be had regular 
brass loose nailed. 


Wonseam Shoes 


are becoming the vogue for boyhood in many 
towns. 


Write today for name of nearest jobber. 


W. H. GRIFFIN COMPANY 


Manchester, 


New Hampshire 
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THE OHIO LEATHER CO. 
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TANNERY AND GENERAL OFFICES 
THE OHIO LEATHER. CO. 
: GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 
OSCAR SCHERER AND BRO. 


29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 
ST.LOUIS 


ARTHUR S.PATTON LEATHER CO. 
1602 LOCUST ST. 
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WHITE THE KEYNOTE 
Staple Lines Continue Strong 


The word ‘‘white”’ has been the key- 
note of the bulk of sales at the local re- 
tail stores during the past week. Mer- 
chants are selling this type of footwear 
in an unprecedénted volume. The 
business of the past week and of the 
preceding week has been. of such a 
gratifying size that managers in many 
instances, after having had an oppor- 
tunity to consult their sales records, 
have found these weeks the best in the 
history of their departments or stores. 
They state that while the sale in staple 
lines of black, brown and gray oxfords 
and pumps continues strong, white 
footwear sales have grown to such 
phenomenal sizes that with the two to- 
gether their records show figures which 
excel all of those previously tabulated. 
White footwear is selling especially 
strong in ladies’ lines. White canvas 
in the better grades is taking the lead 
in numbers of pairs sold. White buck 
and white sidebuck are also claiming an 
important part and cream buck is sell- 
ing well. White kid shoes are not in as 
great demand as the others but they 
are having a reasonable call. 


THE BEST QUALITY 
Wanted by the Public 


Merchants report a difficulty in 
securing the right kind of merchandise. 
The greater part of the consuming pub- 
lic asking for white footwear seems 
to want the very best quality. Low 
and medium qualities are not moving 
as fast as the high price styles and 
values. A pair of white shoes is a per- 
manent part of the women’s wardrobe. 
So when it comes to deciding upon the 
quality of a pair of white shoes the 
woman places just as much importance 
upon the theory that the best is the 
cheapest in the long run as she does in 
her consideration of the quality when 
purchasing a pair of black or tan 
shoes. 





News in Shoo Markets 


and Merchandisi 
ments in America’s Shoe 
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Cincinnati 


Holds Annual Outing—Other News 


The Annual Outing of the Shoe and 
Leather Club was held at Cody’s Farm 
last Saturday. Over 150 members of 
the local shoe and leather trades were 
present to participate in the various 
events of the day. A buffet luncheon 
with cold beer on draught was served 
during the forepart of the afternoon, 
and at 6 P. M. a Kentucky chicken 
dinner was served in the old time 
fashion. Prize winners of the various 
contests were as follows: young men’s 
50 yard dash, Joe Erpenbeck, of J. R. 
Evans & Company; old men’s 50 yard 


dash, Gerald Wille, of P. Henry Com- 


pany; the shoe race, Loti Homan, Jr., 
of the Homan-Hughes Company; and 
the egg and spoon race, Rudy Schuler, 
of the Krohn, Fechheimer Company. 
One of the miost interesting features of 
the day were the “spectacular passes” 
of George Mugavin, president of the 
club. He likes to play in large figures. 

The members of the Shoe and Leather 
Club tendered their president, George 
Mugavin, a dinner last Thursday night, 
June 19. The dinner was held at one 
of the road houses over in Kentucky. 
It assumed the nature of a farewell 
bachelor dinner as Mr. Mugavin is to 
become a benedict on June 28. A case 
of silverware was presented to Mr. 
Mugavin. 


FACTORY EMPLOYES’ OUTING 


25,000 Invitations Issued 


The local shoe manufacturers have 
given out 25,000 invitations to the Cin- 
cinnati shoe workers and their families 
for the annual outing and picnic at 
Coney Island ‘today, June 21. There 
are approximately 10,000 factory em- 
ployes in the local shoe industry, so at 
least 15,000 invitations have been 
given to the friends and relatives of 
these employes. The outing is 
held under the auspices of the Shoe and 
Leather Club, with George Springmeir, 
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Develop~ 
ters 


‘hanna 


Wm. H. Tateman and Sol Berger as the 
committee on arrangements. The man- 
ufacturers have accorded their hearty 
support in every respect and are eager 
to do all they can to make this affair a_— 
big success. 


IN MEN’S LINES 
More Novelties Being Worn 


The trend of the businéss in men’s 
lines is not so strongly toward white 
footwear but there is a noticeably grow- - 
ing demand for sport shoes as the dog 
days approach. Men are wearing more 
novelties with the beginning of this 
Summer’s season than has ever before 
been the case. They are buying light 
browns and tans, both in plain and 
wingtipped, with perforations, ~ and 
wearing them to appease their desire to 
get something new and different from 
the very popular mahogany shades. 
Black wing tips, perforated patterns, 
are also strong novelties among the 
young men. 

The merchants here have very limited 
stocks. One reported this week that 
he did not have ten pairs of tan oxfords 
in women’s shoes in the house. In 
nearly every instance the local stocks 
are entirely void of turns. 


NEWS BRIEFS 
Both Retail and Factory 


Manager John Kipp of the McAlpin 
Company’s shoe department reports a 
splendid business during the past week. 
He states that white footwear sales are 
in the lead, and of this line cream bucks 
are the best sellers. Mr. Kipp is con- 
templating a trip to the East within 
the next ten days. 

Mr. Kushing of T. R. Emerson Shoe 
Company Inc., New York, has been a 
visitor in the city during the past few 
days. Friends of Mr. Kushing in the 
local trade assert that he bids fair to 
leave with more than he brought with 
him as the races are now operating at 
Latonia, Ky. 
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il6 Duane rSreast, New York. ” 





The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 


P 
Gored Front Oxfords — 
Princesses—San te. 
Women's Flexible Welts 
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QUESTIONS 
ANSWERED QUICKLY 


in **Where to Buy’? columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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Charles G. Puchta, for many years 
superintendent and a director: of the 
Val Duttenhofer Sons’ Company, re- 
cently tendered to that company his 
resignation in order to become associa- 
ted with the new interests controlling 
the Sachs Shoe Mfg. Company. Mr. 
Puchta holds the position of superin- 
tendent of production in his new 
capacity. 

Charles Miller, former owner and 
president of the Miller Shoe Company 
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of this city which was purchased by the 
Holters Shoe Company, recently, moved 
back to Cincinnati. A few years ago 
Mr. Miller went to Cleveland and be- 
came an interested party in the re-or- 
ganization of the old Schulz-Ruck-Delfs 
Shoe Company, and later called the 
Cleveland Shoe Manufacturing Com- 
pany. He has now severed his con- 
nections with that concern, and has not 
yet decided as to what branch of the 
shoe industry he will enter. 


New Orleans 


BIG BUSINESS 
White Shoes Predominate 


Retail merchants, without exception, 
report that they are doing the largest 
volume of business in their history, 
this, in spite of the fact that shoes are 
scarce, and prices are high. A good 
many merchants already report being 
entirely out of white shoes and no 
chance in sight of getting more. 





Oxfords with spats will sell well. Mr. . 
Hogan says that lace shoes will sell 
about 3 to 1 with buttons. For the 
present, oxfords, pumps and Colonials 
are still selling great. 


FALL SHOES 


And a Sample Sale 


Manager Sol. Stern at Maison 
Blanche Store is busy taking up stock 


First Banquet of New Orleans Shoe Retailers’ Association at Touche’s Restaurant, 
May 21, 1919 


New Orleans, of course, characteris- 
tically a ‘“‘White City,” due to Indian 
Summer weather practically six months 
out of twelve, sells more white shoes 
perhaps than any other city- in the 
Sunny South. 

The shoe strikes in the East seem 
to be affecting the local merchants and 
many are uneasy about their Fall 
orders. 

Manager Geo. Hogan, of Marks, 
Isaacs Co., Ltd., reports a big business 
in white shoes. Mr. Hogan believes 
that beaver browns, field mouse, and 
bronze high boots will go well this Fall. 


and receiving a big line of Fall shoes. He 
reports business as fine and never 
better. He believes that for the be- 
ginning of Fall, low shoes will sell about 
50-50. Buckskins and pumps will go 
well. 

Manager Rene Robert of Leon God- 
chaux Co., Ltd., is having a sample 
sale selling out shoes at $10 to $14 for 
$6.85. Business at this store is re- 
ported at full swing. Manager Robert 
says that black gun metal with kid 
tops will go well. High top shoes of 
course, will predominate in the Fall. 
Beaver browns will ‘go well. 








w 


Twa 
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MERCHANTS REPORT 
On Business in Their Stores 


Manager Phil Schiro at Roth Shoe 
Store reports a big white business. 
“In fact we’re entirely out and cannot 
get more,” he told the ‘Recorder’ 
correspondent. 

Louis Sporl, in the downtown section 
of the city, reports a big sale of white 
canvas oxfords. Pumps dropped a bit, 
declared Mr. Sporl. Patent pumps are 
outselling Colonials. Mr. Sporl is an- 
other New Orleans merchant who 
believes that beaver browns will go big 
in the Fall. Patent leather vamps with 
kid tops will go good also. 

Manager Ed Wild of the Crossett 
Shoe Store reports a big sale in white 
shoes. Narrow English lasts are selling 
fine at his store. Fancy top shoes are 
getting quite a call, said Mr. Wild. 

M. F. Duff, who conducts a store in 
the rear of the city reports a big sale of 
shoes for the children preparing for 
First Communion. ‘We're entirely 
out of boys’ Communion shoes and are 
experiencing difficulty in getting more. 
We had the biggest sale in years.” 

Manager I. R. Jacobs of the Walk- 
over store reports a big business. He 
believes that low shoes will sell well till 
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late in the Fall. He predicts that 
browns in combination will go well in 
the Fall. White shoes are going great 
just now and oxfords have come back. 

Alphonse Verlaque is another mer- 
chant who reports that he is entirely 
out of white shoes with no prospect in 
sight of getting more. “I’ve burned 
up the wires,” he told the “Recorder” 
correspondent, “‘but without success.” 
Business was never better. 


ELECTRIC SIGN 
Attracts Much Attention 


The Regent Shoe store has had in- 
stalled one of the largest Electric signs 
of any shoe store in New Orleans. 
Being located in one of the busiest 
centers of New Orleans, the sign is 
attracting wide attention. 


LOCAL SHOEMEN 
Met June 18 | 


The regular monthly meeting of the 
New Orleans Shoe Retailers’ Associa- 
tion took place at the Association 
of Commerce, Wednesday, June 18, it 
was announced by Secretary M. F. 
Duff. Important business came up. 


San Francisco 


SUCCESSFUL CONVENTION 
Of Local Shoé Merchants 

The convention of the California 
shoe merchants which was held at the 
Hotel Vendome in San Jose on the 11th 
and 12th of June, is the chief topic of 
conversation among local shoe mer- 
chants this week. A strong represen- 
tation of the merchants of the state 
attended and an excellent program was 
arranged by those in charge. A special 
arrangement committee, consisting of 
Max Sommer of Sommer & Kaufman, 
Frank Werner of the Walk-Over Boot 
Shop and A. Katchinski of the Phila- 
delphia Shoe Company, journeyed to 
San Jose to conclude the final details. 
Enthusiasm in this first gathering was 
unbounded. David Starr Jordan, 
Chancellor of the Leland Stanford, Jr. 
University, a National figure, was the 
speaker at the mammoth banquet on 
the evening ofthe 11th and talked on 
the League of Nations. Also, promi- 
nent members of the trade talked on 
various subjects relating to the boot 
and shoe industry. 


OPTIMISTIC REPORTS 
On Business Conditions 


The optimistic reports regarding 
general business conditions in San 


Francisco are echoed by practically all 
of the retail shoe merchants who say 
that in spite of the continued high price 
of merchandise, the amount of sales for 
this season is all that could be desired. 

The particular vogue of the moment 


is the Colonial type of pump with 


ribbon bows or buckle of steel or other 
metal. Some of the tongues on this 
style of pump reach extreme dimen- 
sions but they are finding favor with 
many buyers. Another popular late 
arrival on the Coast is the one and two 
eyelet pump, in appearance very like 
the Colonial pump, but possessed of 
fitting qualities about the instep, which 
are most desirable. These types, in 
black, brown and gray suede are strong 
sellers along the smooth calf and vici 
models. 


WHITE SHOES DEMANDED 
In Oxfords and Colonials 
The demand for white shoes of every 
description has reached more than the 
usual Summer proportions. White kid 
oxfords and Colonial pumps are among 


the favorites, and some stunning effects _ 


have been created in the higher-grade 
boot shops with buckles of jet, white 
beads or ribbon bows for use with the 
Colonial pump. One exceptionally at- 
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tractive display in the Bootery window 
consisted of a number of white kid 
colonial and eyelet pumps, introducing 
a smart style note in the adaptation of 
buckles in sparkling black jet accom- 
panied by silken and fine woolen 
hosiery in combination of black and 
white. 

Sport models for tramping, riding, 
tennis and golf are occupying a position 
of honor in the shops just now. 


A GOOD BUSINESS 
In Gerlach’s Footwear 


Gerlach’s footwear specialty shop is 
enjoying a very good business since the 
move into the Market Street location 
and Mr. Gerlach has found it necessary 
to divide the management of the vari- 
ous departments. J.J. Dunleavy, well 
known to the local trade in his associa- 
tion with the Philadelphia shoe com- 
pany for more than twenty-six years as 
head salesman, has severed his con- 
nections with that firm and has been 
placed in charge of the women’s de- 
partment of Mr. Gerlach’s store. 


HALF-DAY SATURDAY 
In Leading Department Stores 


A recent notice in the daily news- 
papers announced the fact that the 
leading department stores will close at 
one o'clock Saturday afternoon during 
the school vacation period which ex- 
tends from the 28th of June until the 
18th of August. This will mean the 
closing of several of the largest shoe 
departments in San Francisco and the 
subject is now under discussion with 
the rest of the retail merchants as to 
whether they will keep their stores open 
or not. According to several of the 
local merchants, the closing idea has 
met with favor and will in all probability 
be put into effect. 


AT THE EMPORIUM 
Jack Reedy and Miss Roach in East 


Jack Reedy, buyer for the Emporium 
shoe department, is visiting the Eastern 
markets and is not expected back until 
some time in July. Miss Katherine 
Roach, in charge of the children’s de- 
partment of this store is also in the 
East, looking over the principal retail 
stores in various cities for new ideas, 
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etc. Miss Roach is getting a line on 
the situation in view to enlarging the 
children’s department in the San 
Francisco store. The Emporium re- 
ports successful results from the June 
sale of white shoes, conducted in con- 
junction with the general white sale in 
other departments. 


RETAIL NEWS 
Of Attractive Stores 


It is understood that the White 
House is to establish a shoe department 
in the basement bargain section which 
is to be opened in the near future with 
Frank Dibble, formerly manager of the 
shoe department in Hales Bros., San 
Francisco, in charge. Mr. Dibble is in 
the east at present on a special buying 
trip. 

“Bud” Reedy, for many years in the 
shoe business in the state and until 
recently manager of the shoe depart- 
ment of Weinstock, Lubin & Co., in 
Sacramento, Cal., has assumed the 
management of the shoe department in 
Hales Bros., and several changes in the 
nature of improvements are expected 
under his guidance. 

R. H. Miler is the new store manager 
for the Starr Men’s Shoe Shop in Mar- 
ket Street near Fourth. Mr. Miler was 
formerly associated with Houston Bros. 
in Berkeley, Cal. W. E. Black, former 
manager of the Starr shop, is now 
traveling for the United Leather Co. 

The Shoecraft Shop, in Geary Street, 
conducted by the firm of Block & Levy, 
has commenced a closing out sale, 
prior to the removal in August, to a 
new location. The Shoecraft Shop will 
be housed in the department store of 
Jos. Magnin & Co., at Stockton and 
O’Farrell Streets, occupying about a 
third of the main floor. 


RECENT VISITORS 
And a New Shoe Store 


Recent visitors in San Francisco were 
C. F. Campbell of Stockton, J. T. Mc- 
Inerny of Merced, M. B. Foster of 
Modesto and R. W. Tait, sales manager 
of the Beals-Pratt Shoe Manufacturing 
Company of Milwaukee. 

Greno Riccie of San Francisco will 
open a first class shoe store in South 
San Francisco in a building which is 
being prepared for his purposes. 


Denver 


STOCKS MOVING WELL 
High Prices Defended 


Retail shoe merchants here report 
business very good at this time with 


Summer stocks going fast. The local 
merchants are doing a lot of advertising 
at present; which is aiding in the sale of 
shoes. 

The shoe merchants of Denver do not 
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look for the prices of shoes to come 
down for some time to come. “The 
public need not look for a lower price 
in shoes for some time,’ last week re- 
marked a prominent shoe merchant of 
this city to the Denver correspondent 
of the “Recorder.” “The salesmen 
around recently are quoting a higher 
price than last year. This is one of the 
industries in which there is a greatly 
depleted stock of raw material. -Much 
of raw material comes from Europe, 
especially for the better class of trade. 
Vici kid is largely importéd, and the 
supply of lambs overseas has vanished.” 


MUCH RETAIL ADVERTISING 
Of Late in Papers 


The R. & J. Hendrix Shoe Store, 1525 
Champa Street, this city, has been 
doing much advertising in the local 
papers of late. One day last week the 
Hendrix people ran a half-page ad in 
the Denver Times. The R. & J. Hen- 
drix store are exclusive agents in Denver 
for men’s Stetson shoes. “‘Keep your 
feet off your mind,” was the way the big 
ad started. ‘“‘Men, it’s easy to do. 
Hendrix shoes make your feet both 
happy and contented.” 

The Fontius Shoe Company, Six- 
teenth and Champa Streets, this city, is 
doing considerable advertising in the 
local newspapers. Their ads of late 
have pointed out the fact that footwear 
plays an important part in the trousseau 
for the June bride. 


A NEW STORE 
Second Newark Shoe Store 


A new shoe store will be opened in 
this city within a short time, it was 
announced last week. The Newark 
Shoe Stores Company will open its 
second store in Denver on Fifteenth 
Street between Curtis and Champa 
Streets, which will be operated in con- 
junction with the present store in the 
American Theatre building. Officials 


BUSINESS INCREASE 
And a Happy Event 


Otto F. Keller, manager and buyer 
for the Shoe Department of Harned 
Von Maur Company of Davenport, 
Iowa, recently returned from St. Louis, 
where he made extensive purchases. 
Mr. Keller has shown a wonderful in- 
crease in the department since he has 
taken it over, about a year ago. He is 
also making extensive alterations to 
conduct a basement shoe department on 
a very large scale. 











Des Moines 
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of the company stated last week that 
owing to the large volume of business 
which has been built up in this city 
since their first store was opened several 
years ago, it is necessary to occupy 
two places. The new store will be 
ready for occupancy about the first of 
August. ; 
BUSINESS GOOD 


In Wholesale and Retail Trade 


E. R. Carey, of the Joseph P. Dunn 
Shoe & Leather Company, one of the 
largest wholesale shoe firms in the West, 
reports that business is very good at 
this time with bright prospects ahead. 
The Dunn people are busy at this time 
getting in Fall stocks looking forward 
to big business when the Fall and 
Winter months arrive. 

Jack Conrad is the new manager of 
the shoe department at the May Cloth- 
ing and Shoe Company’s store here. 
Business at the May is reported very 
good. 


REPAIR DEPARTMENTS 
Are Being Installed 


F. F. McReynolds, of the Landis Ma- 
chine Company, St. Louis, Mo., has 
been visiting the shoe trade in Colorado. 
Many retail shoe stores in Colorado are 
seeing the value of a shoe repair depart- 
ment and are installing repair ma- 


chinery. 
NEWS BRIEFS 


Here and There 


The Gano-Downs Company, this 
city, is making improvements at its 
store by adding three stories to its 
building. No new departments are to 
be added, but present departments, in- 
cluding the shoe department, are to be 
enlarged. 

Bert Clark, of the Kansas City branch 
of the United States Rubber Company, 
was in town recently selling “‘Usco”’ 
rubber heels. He reports business very 
good in this part of the country. 


Last, but not least, Mr. Keller will 


” “hecome a Benedict’? June 25. Mr. 


Keller is well known in the shoe world 
and his friends all wish him the very 
best. — 

OFFICIAL HOTEL 


Dedicated July 12 


Of interest to every shoe traveler is 
the fact that the new Fort Des Moines 
Hotel, which was held up by a strike 
for quite a while, will be completed 
during July. W. F. Miller intends to 
make this a first-class hotel in every 
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way. It will be a strictly commercial 
hotel and will be known as the official 
hotel for the National Shoe Travelers, 
Association. 

Dedication night will be Saturday, 
July 12, and the U. C. T. will have first 
honors at the hotel; July 14 will be 
Stockholders’ Day and Press Night’ 
Tuesday, July 15, will be the formal 
opening. 

A NEW STORE 


Added to the Chain 


The Panor Stores of Des Moines, 
Iowa, will add a new store to their large 
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string of stores. The store will be 
known as D’Arcy, and will carry only 
ladies’ high grade shoes. The store is 
located on upper Walnut Street, and 
the prices will range from $10 to $20. 


TWO STORES ADDED 
To Black Hawk Hotel 
C. L. Holden, manager of the new 
Black Hawk Hotel of Davenport, 
Iowa, will add two stories to the hotel, 
giving additional 100 rooms. The 
Black Hawk Hotel will be the 
official hotel for the National Lened 
Travelers’ Association. 


Memphis 


TRADE BRISK 
June Business Active 


The shoe interests at Memphis are 
having a good trade and the anticipa- 
tion is for an active business throughout 
June, especially on low shoes. Oxfords, 
blacks and tans, are in high favor and 
lighter kid shoes. Women’s shoes in 
low effects and the latest styles of 
high shoes are going well. Children’s 
shoes in slippers, browns and colors, 
are in good demand, despite the fact 
that the “barefoot days” are coming 
with the glad Summer time and the 
fishing pool. The larger stores and 
the smaller stores and the general 
stores that handle shoes have good 
stiff prices marked on them in the 
windows. Neither location nor over- 
head seems to enter into the cost mark 
and the public seems glad to pay the 
price. 

MAY HANDICAPPED 
By Incessant Rain 


May was baffled with one severe 
handicap: it was a month of almost 
incessant rain, unusual for this place; 
it practically rained out the Centenary 
birthday party, for it rained every day 
of the entire week and after setting 
the historical float parade for four 
different dates, on May 24 it was called 
in as an event to be staged next Autumn 
with the Tri-State Fair. 


STORES DECORATED 
Artistic Parade 


The decorations were superb, shoe 
stores and all retail interests and whole- 
salers entered heartily into the spirit 
of the occasion. Main Street, Front, 
Madison and Second, were heavily 
hung with bunting and flags; Court 
Square was gorgeous in varied colored 
lights. The river front was taken up 


with tent attractions from Danville, 
Illinois. Markers were erected. at the 
old Spanish floats; fireworks prevailed 
on the river; between showers three 
day parades were put on, the Floral, 
with many floats of beautiful women; 
the Industrial parade, made up of 
factory, wholesale and retail autos, 
some of them decorated; and a huge 
procession of Standard Oil wagons. 
The military parade on the first day 
was also artistic. 

In front of B. Lowenstein Bros., 
Inc., leading dry goods and ladies’ 
shoe store, was a large oil painting of 
DeSoto, the Spanish explorer, life-size, 
standing on a cliff with an Indian by 
his side, looking out over the Mississippi 
River at Memphis, which was _ his 
discovery. J. Goldsmith & Son Co. 
had three oil paintings, life-size rep- 
resentations of DeSoto on horseback, 
Gen. N. B. Forrest, of Civil War days 
as he entered Memphis, and Miss 
Liberty among modern sky-scrapers. 

At the Fair, corner South Main and 
Gayoso Streets, there was a life-size 
Indian maid figure and a life-size Miss 
America figure. This store is prominent 
in retail lines and handles some shoes. 
and slippers for women and children. 

The shoe stores put on some attractive 
advertising about this time. The E.E.E. 
Shoe Co. took occasion to have an 
entire page in local papers describing 
their local and mail order retail business, 
with pictures of all employes, men and 
women, in every department, from the 
head of the house to the porter and 
mail boys. 

Bry-Block, Gerber and other large 
stores were attractively decorated. 


REMODELING CONTINUES 


At J. Goldsmith & Son Co. 


Work continues on South Main Street 
in the remodeling of the four story 
addition to the J. Goldsmith & Son Co. 
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department store. Some $40,000 of 
improvements will be made in the 
building taken over, formerly the Bis- 
marck Hotel, and the clothing and shoe 
department will later be placed therein, 
giving more space in the big store. 
Architects Hanker and Cairns are 
supervising the changes., Reuben 
Stiefel, manager of the shoe depart- 
ment, is in the North this week. It 
will probably be Fall before the store 
is ready for occupancy, in its new 
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Meanwhile on the entrance 
floor of the majn building the shoe de- 
partment, men’s, women’s and chil- 
dren’s shoes, is very active. 


addition. 


Recent Death of Jay Naill. 
The recent death of Jay Naill, long 
time associated with Goodbar & Co., 
shoe wholesalers on Second Street, 
was the source of keen regret to a wide 
circle of friends. He had been identified 
with this house a good many years. 


New York City 


RETAIL SHOE MERCHANTS 
Hold Interesting Meeting 


Advancing prices of leather and shoes 
are causing the retail merchants no 
small amount of concern and worry 
according to discussions at the regular 
monthly meeting of the Retail Shoe 
Dealers’ Association of New York, 
held in the Bush Terminal Sales Build- 
ing on June 17. It was suggested that 
the retail merchants begin a publicity 
campaign immediately to prepare the 
general public for high prices in the 
Fall. Some surprise was expressed 
when Mr. Hutchison, manager of 
the men’s shoe department at Franklin 
Simon & Company, predicted that the 
average high grade shoe for next Spring 
would retail for about $25.00 a pair. 
He explained that he had just returned 
from an observation tour through the 
Middle West and West. ‘‘Every animal 
west of the Mississippi,”’ he said, “now 
fattening, has his hide sold. The hides 
on animals are sold six months in 
advance now.” 

John Slater of J. & J. Slater, who 
presided at the meeting, said that 
Russia calfskin had advanced from 
82 cents a foot to $1.17 in the last 
four weeks and was still advancing. 
He cited a case of a Southern farmer 
who told him that he had received 
$5 for the hide of a_ six-weeks-old 
calf. 

It was brought out at the meeting 
that some of the Brooklyn factories 
are accepting orders for shoes, in which 
the prices are left blank and are to 
be named at the time of delivery. 


LUXURY TAX REPEAL 


Suggestions for Stimulating 
Campaign 
Suggestions were made to stimulate 
the campaign for the repeal of the 
luxury tax and the retail merchants 
were advised to personally send their 
protests to their congressmen and 
senators. Opinion differed as to the 


effect of the tax. Most of the retail 
merchants agreed that where the tax 
was applied it had met with little 
opposition on the part of the customer. 

Mr. Slater called for volunteer dele- 
gates to represent the association at 
the state convention in Rochester, 
July 7, 8 and 9. Among those who 
declared their intention of going to 
Rochester for the conclave were Messrs. 
Slater, P. E. Hart, J. Adler, Alfred 
A. Kohn, H. Levine and I. Friedman. 


SUBSCRIBE $75.00 
To Boy Scouts’ Campaign 


Acting with the same generosity 
that has characterized the shoe retailers 
in other patriotic drives, the association 
subscribed $75 to the Boy Scouts’ 
campaign. 

After the meeting, when Mr. Slater 
was discussing the tax on buckles, he 
said that his policy was to charge the 
tax in on all buckles. “It is not neces- 
sary to show the tax on buckles on 
the customer’s receipt or bill,” he said. 
“‘At our store we add the tax on the 
price and bill the customer. with the 
total. I think it is the only safe way 
to operate, as we are not sure what 
the final decision will be.” 


BIGGEST VOLUME 
On Shortest Stock 


New York shoe retailers generally 
are in the position of doing the largest 
volume of business in their history 
on the shortest stocks they have ever 
had. Hopes of an early settlement of 
the Brooklyn strike are expressed by 
every retail merchant in New York. 
While the larger shops and the shoe 
departments in the big stores say they 
have fa‘r-sized stocks on hand, the 
smaller retail merchants frankly con- 
fess that they are short of desirable 
merchandise and are losing sales by 
their inability to fit customers with the 
shoes wanted. 

The retail merchants in both men’s 
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Where to Buy 


MEN’S SHOES 








Men’s Welts 


Glee] UNBRANDED UNION MADE 


IN STOCK 


DIAMOND SHOE CO. 
anenet he Mark 


Factory 


Salesroom 
Brockton New York, N. Y. 











|| ae FOR MEN 


who care to dress 
—— OS 


TDBARRY CO 


Brockton. Mass. 














~ K NIPE BROS. 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 








717-719 Atlantic Avenue, Boston 


Where to Buy 


Men’s, Women’s and Children’s Shoes 











ELIAS BERLOW 
Selling Agent 
“FISKE”’—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 








HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











and women’s lines complain of slow 
deliveries and say that the situation 
is growing more acute daily. Most 
of them have placed orders for their 
Fall stocks and are hoping that de- 
liveries will come in on time to take 
care of the Fall trade when it begins to 
appear in August. 


WHITE SHOES LEAD 
In All Styles of Heels 


White shoes lead all others in sales 
now. High white shoes are not wanted 
except in the case of middle aged and 
elderly women. White-tongued pumps 
in canvas, buck and nu-buck are in 
good demand, with all styles of heels 
wanted. Some of the retail merchants 
say that they note a trend away from 
the low, flat heels, except in oxfords 
and shoes for sport wear. Sales of 
rhinestone and cut steel buckles to 
accompany white pumps have been 
large. New York retail merchants 
expect the demand for white shoes 
to continue well on into July. 


HIGH BUTTON BOOTS 
Opinions Differ as to Popularity 


There is a difference of opinion 
here concerning the expected popularity 
of high button shoes for Fall. Some 
of the retail merchants, especially 
those catering to the popular priced 
trade, are of the opinion that the vogue 
for button shoes will be light if it 
materializes at all. Several of the 
stores have made no provision to cater 
to the button shoe trade. Among 
these is the Queen Quality Boot Shop, 
on Thirty-fourth Street, which, in the 
past year since it has been opened, 
has enjoyed a phenomenal success. 

“We do not expect a strong demand 
for button shoes,” said Assistant 
Manager Southworth at the store; ‘‘and 
we will not carry a large line in stock 
for Fall. At the present time we have 
but one style in high button boots 
and there is relatively little demand 
for it. We believe that New York 
women like the neatness of a lace 
boot. As far as we are concerned we 
would not like to see button shoes 
return to fashion. They are extremely 
hard to fit and almost every pair 
necessitates a setting over of the 
buttons.” 


BUYERS ANTICIPATE 
A Full Season Ahead 


According to A. I. Benedict, manager 
of the Bush Terminal shoe floors, 
buyers are now anticipating their 
wants a full season ahead. 
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ANOTHER SHOE STORE 
To Be Opened by L. Jordan 


L. Jordan, whose shoe store is located 
at 432 Jackson Avenue, Jersey City, 
will within two weeks open another 
establishment on Monticello Avenue, 
in the midst of a residence neighborhood 
where he will carry a general line of 
shoes of a medium and high grade. 

The store is very excellently equipped 
and considerable money has been spent 
upon its furnishings, which are up-to- 
date in all particulars. The 40-foot 
front is practically all glass and gives 
many opportunities for window dis- 
play, etc., which will be taken’advan- 
tage of. 


PERFECT FEET SECURES PRIZE 


Little Alice Wolf, in Dr. Posner’s 
Shoes, Wins Over 17,000 Baby 
Contestants 


In a recent contest in Greater New 
York, 17,000 baby contestants were 
rejected because of imperfect feet. 

Little Miss Alice Wolf, the two-and- 
one-half-year-old daughter of Barney 
M. Wolf, 1613 Eastern Parkway, 
Brooklyn, won the prize _ recently 
awarded to the healthiest baby in 
Greater New York. 

One important feature was the con- 
dition of the feet, the judges valuing 
the correct physical proportions of the 
feet at forty points out of a possible one 
hundred. 

Barney M. Wolf is naturally very 
proud that his little daughter enjoys 
the possession of such healthy limbs 
and attributes it to the fact that ever 
since she first wore shoes, Dr. A. Pos- 
ner’s Scientific Shoes have covered her 
feet. A very fine and wholly un- 
solicited letter was sent to Dr. A. Pos- 
ner’s Shoes, Inc., by Mr. Wolf. 

This concern now occupies the entire 
four story building at 138 West Broad- 
way in addition to its old quarters 
which comprise the entire first floor 
loft of 140-142 West Broadway and 82 
Thomas Street. Part of their space is 
being devoted to their stock depart- 
ment which is of very large proportion. 


At the Merchants’ Disposal 


Coincidently with the new occupa- 
tion, Dr. A. Posner Shoes, Inc., has 
launched a very extensive advertising 
campaign, a feature of which is their 
‘Dealers’ Helps.” The advertising 
manager, Frank Schiffman, has issued 
a very neat little card in which he 
states that his concern is equipped to 
furnish high class display matter to 
merchants. selling the Dr. A. Posner 
shoes. 
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Philadelphia 


INCREASED SALES 
Despite Further Price Advance 


The past week has seen a quite 
noticeable increase of retail sales. 
And this increase has come, too, with 
a passing on to the consumer of further 
price advances. 

The consumers’ education has been 
complete, the merchants now declare. 
They are buying more, and paying 
more for what they buy, and doing 
it gracefully. 

Nor is good business confined to 
the shoe trade. The records show that 
all retail lines in the city, virtually 
without exception, whether it be in 
apparel or other lines, are exception- 
ally good. 


TRADE FEELS CONFIDENCE 


Failures Occur in Minimum 
Amount 


There is no doubt whatever that we 
have now reached a position of real 
confidence and considerable stability 
following a readjustment period which 
proved in the end to be more fear of 
readjustment than anything else. There 
is no better gauge of good business 
conditions than the records of failures, 
and failures in the Philadelphia section 
have reached a minimum record unsur- 
passed in years. In a\ broad, general 
way this can only indicate two things: 
that the public has money to spend, 
and that merchants are doing business 
under advantageous conditions. 


Consumer expectations of price re- ° 


cessions have dwindled. And the con- 
sumer, having money, spends it more 
freely therefore. 


SATISFACTORY RESULTS 


On Regular Lines and Summer 
Shoes 


Just at this period the shoe trade 
here is getting its share of the results 
quite largely out of increased ‘sales of 
regular lines and a more-than-expected 
increase in the demand for special 
Summer footwear, which the stores, 
particularly the centrally located stores, 
are featuring heavily in their advertis- 
ing and display, with most satisfactory 
results. 

“In women’s lines,’’ says one prom- 
inent merchant, “I find a very strong 
tendency in favor of white linen oxfords 
and pumps in substitution of kid. 
It would seem that the price factor is 
bringing this change about with a great 
many women, but always provided 
the linen oxfords are well made. They 


must be that, or the class of customers 
I am talking about will not take them. 
Now, as I look back, it seems to me 
that the prejudice on the part of these 
women in the past had been due largely 
to the idea that the linen shoes were 
not made well, and did not look well. 
They were regarded as ‘cheap looking.’ 
Naturally in the old days we were just 
as willing, and perhaps a little more so, 
to sell them the white kid oxfords and 
pumps. Now, things are different. 

“The extremely well-made linen shoe 
may not show any radical reduction 
in cost over the kid, all things considered, 
but there is.no doubt that it makes 
enough difference to change the relative 
proportion of sales very noticeably.” 

This same merchant explains that 
he does not notice nearly the same 
tendency so far as mén’s lines are con- 
cerned, and offers as explanation that 
men of the so-called medium-buying 
power never have bought the same 
volume of white shoes that women of 
the same class have. The tastes of 
men of high-buying power are unaffect- 
ed by the price advance. Men of low- 
buying power, when they did buy 
white shoes, bought the fabric ones, 
anyhow. 


GOOD VALUES OFFERED 
At Very Reasonable Prices 


However, there are still a number of 
very reasonable-priced offerings of good 
lines to be found in the retail stores. 
Good grade Havana browns and blacks 
in calfskin oxfords for men, with 
Neolin soles, are still to be had at 
prices slightly under $7. And white 
bucks of real style value cannot be 
considered unreasonable at prices rang- 
ing from $8.50 to $10. 

In the higher-grade lines for women 
some splendid models of wing-tip 
designs with white ivory leather welt 
soles and military heels may be ob- 
tained in both pumps and oxfords 
at $10.50, with textile fabric models 
ranging about two dollars lower. 


PERCY DANIELS HERE 
And American Shoemen 


Percy Daniels, representing Nichol- 
son Sons & Daniels, shoe manufactur- 
ers of London, England, has been spend- 
ing some time in Philadelphia. It is 
understood that Mr. Daniels’ interest 
lies in the raw materials markets. 

Other shoe men who recently have 
come into this market are M. Willits 
of the Willits Shoe Company of Hali- 
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W* Sumner SMITH 
CHICAGO ILL. 


BATHING SHOES 


— WRITE — 








SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


—— PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Shoe Store Chairs, Settees, 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 
Catolog 
on 
Request 







THE OSCAR ONKEN Co. 
1141 W. 4th St., Cincinnati, Ohio, U. S. A. 








LATEST STYLES IN 
COLONIAL BUCKLES 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 
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OOT-FITTER” stitching is non-rip and 


all possible stretch is taken out of the 
leather in lasting! They are lasted right down to the 
wood! The inside vamp reinforcements keep the shoe from 
spreading or “bulging!” We positively guarantee that “Foot- 
Fitter” linings will not wear out at the heel seat!! 


*‘Foot-Fitters” are full Munson in width at ball, 
and being combination in both last and pattern, 
they hug the foot all over without binding or pinching! 
They fit even the hardest-to-fit feet, as they provide for 
even the slightest changes at Heel Seat, Toe, Ball and Arch!! 
Guaranteed immediate delivery, AA to EE—5 to 12 (sizes and half- 


sizes) at $6.50 net 30 days. 
(SOLID LEATHER ALL THRU) 


EXCLUSIVE SELLING AGENTS FOR NEW ENGLAND 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
Boston Office: 428-430 Albany Building 
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fax, Pa.; Thomas Devine of the Devine 
& Yungle Shoe Company of Harrisburg, 
Pa.; William Altsman of the Selby 
Shoe Company of Portsmouth, 0O.; 
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David Landis of the J. Landis Shoe 
Company of Palmyra, Pa., and J. L. 
Hodgeson of J. & T. Cousins Company, 
Brooklyn, N. Y. 


Utica N. Y. | 


RETAIL SHOE MERCHANTS 
ORGANIZE 


Officers Elected and Important 
Measures Adopted 


What bids fair to become one of the 
strongest and most active mercantile 
organizations of this city was perfected 
June 12, when representatives of all 
of the principal retail shoe stores met and 
formed the Retail Shoe Dealers’ Asso- 
ciation of Utica. 

The following officers were elected 
at its first meeting: . President, Robert 
V. Beacom, Walk-over Boot Shop; vice- 
president, A. Spencer Hughes, Parlor 
Shoe Store; secretary, William T. Kell- 
murray, Dri-Phut Boot Shop, and 
treasurer, E. S. Tobin, Endicott-John- 
son Corporation. , 

One of the first and most important 
moves of the association was an agree- 
tmhent that members of the organization 
close their establishments during the 
months of July and August on Satur- 
days at 6 o’clock. This move was 
prompted by a desire to give the clerks 
of the respective stores, and the mana- 
gers as well, a much-needed period of 
rest after the week’s work. Practically 
all of the progressive stores of Utica, 
in the various lines of trade, have 
determined to close either Saturday 
evening, afternoon and evening, or 


the entire day, during the Summer. 
The step taken by the shoe merchants 
is the first ever advanced along this 
line, but there appears to be a real 
desire to inaugurate the plan. It is 
believed that the public will appreciate 
the objects which the merchants have 
in view. 

Another and equally important mat- 
ter to be taken up immediately by 
the new association will be a request 
that the city authorities enforce the 
ordinance prohibiting the Sunday sale 
of goods in retail stores. This matter 
will be brought before the Department 
of Public Safety and the Mayor to the 
end that the law be strictly enforced. 
It is generally known that in certain 
sections of the city flagrant violations 
exist. 


WHITE OXFORDS POPULAR 


High Prices Fail to Lessen 
Enormous Sales 


Utica’s white season is in full sway. 
Two weeks of sweltering weather have 
swelled the sales of local shoe merchants 
in this line. The white nu-buck oxfords, 
despite their high prices, lead the can- 
vas oxfords. Like the oxford season 
here, the white season is ahead of 
time by about two or three weeks. 
June 15 is about the normal time. 


Lynn 


LYNN STYLES 
A Pretty Foot Is Very Desirable 


Lynn’s volume of business continues 
large. Manufacturers are refusing 
orders, both foreign and domestic. A 
manufacturer explains that the women’s 
shoe trade is rising to a new high level. 

Styles show few changes, except for 
the surprises that Lynn salesmen will 
show to buyers visiting Boston in 
July. Some manufacturers tell of an 
increase in the demand for black shoes, 
of kid and patent leathers. The com- 
binations of brown and of gray are 
staple. Toes of lasts continue long. 
There is some report of lower heels, 
about 14-8 high. 

The big problem is that of production, 
and in pursuit of it, manufacturers 


are putting new machines into the 


_workrooms and are developing new 


methods for the purpose of saving 
time, labor and materials, and thereby 
increasing production of shoes. 


FEW NEW MODELS 
Few Blocks in Last Trade 


No new models are being put into 
last factories in Lynn and along the 
North Shore. That is a sign that shoe 
styles will stay as they are. 

The last makers have all they can 
do to make lasts as they are. So they 
have no need of putting new models 
into their lines, to stimulate the demand 
for lasts. 

Some last makers are said to have 
sold their product three months ahead. 
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They are more troubled to get blocks 
for lasts, than to secure orders for 
lasts. 

All blocks for lasts are of maple. 
Maple wood is scarce, because little 
of it was cut and seasoned during the war 
for the uses of the shoe trade. It takes 
at least six months to cut and season 
maple for blocks. Two years is better 
for the seasoning. However, two years 
is a long time to wait for wood, when 
one needs it. 


TO SHOW IS TO SELL 
Two Instances Cited 


To show shoes is to sell them. 
Two instances illustrate: 

A Lynn salesman added a few samples 
of button shoes to the stock in his 
trunk. He didn’t want to sell them. 
But some customers had asked for 
them, and he thought it best to display 
them just to demonstrate that his 
sample line is as complete as any 
other. .A few customers saw those 
samples of button shoes, and placed 
orders for them, though the salesman 
almost begged them not to do so. 

When the salesman got back to 
Lynn, he found that five per cent of 
his orders call for button boots. The 
factory manager got mad, because he 
didn’t want to fit up the shop to make 
so few button shoes. Never again 
will the salesman show shoes that he 
doesn’t want to sell. 

Another Lynn salesman went to 
California. Showing samples there 
he pulled from his trunk an odd looking 
shoe. It has a 14-8 heel, a 3 3-8 vamp, 
and a fairly thick edge. It didn’t 
look like the popular styles that are 
selling. But it pleased some California 
buyers and they bought accordingly. 
When the salesman got back to the 
factory, he found that the odd looking 
shoe did not belong in his sample 
line. It had been dropped into his 
sample trunk by mistake. The manu- 
facturer was put to a peck of trouble 
to get lasts and patterns and other 
things necessary for the making up of 
the odd style of shoes. 

Another salesman is convinced that 
it is best not to show shoes that one 
does not want to sell. 


ONE ORDER REFUSED 
For Shoes at $4.85 the Pair 

A. salesman brought in an order 
for 100 cases of shoes at $4.85 a pair. 
The head of the firm questioned the 
price. ‘‘Isn’t it right?’ asked the sales- 
man. “It was right yesterday,” re- 
plied the manager. ‘But those shoes 
will cost much more when we make 
them. You had better refuse the 
order.” And it was refused. 
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ON THE BEACH 
THE PROMENADE—THE TENNIS COURT— EVERYWHERE 


Smartly attired people are wearing White Shoes this season more than ever before. 
They are asking for a dressing that will keep their shoes a spotless white. 


LING 
WHITE 


gives that delightfully soft, dove-white appearance that satisfies. It cleans and 
dresses all Buck, Nubuck, Suede and Canvas Shoes, and all white duck fabrics. 


USAC DRESSING 


‘ 


IT WILL NOT RUB OFF IT WILL NOT INJURE THE SHOE 


United Shoe Machinery Corporation 


BOSTON 
BRANCHES 
Auburn, Me.................87 Main Johnson City, N. Y.........124 Main New York................37 Warren 
Brockton, Mass............ 9B Centre Lynn, Mass..:....... 00% 306 Broad Philadelphia...... .. . .221 North 13th 
Oe ee 18 South Market Marlboro, Mass........... 11 Florence Roch N.Y 130 Mill 
Cincinnati.............708 Broadway Milwaukee...............258 Fourth Ocmester, IN. E...+.-- serene , 
Haverhill, Mass............145 Essex New Orleans............216 Chartres St. Louis................. 1423 Olive 
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PROOF AT HOME 
Of Grading Up Shoes 


A Lynn manufacturer observes shoes 
at home, and forms opinions accord- 
ingly. He relates that his wife, who is 
60, put on a pair of white buck boots 
the other day for the first time in her 
life. They had high heels, too. She 
wore them with a great deal of satis- 
faction and comfort. He reasons there 
are millions of other women who are 
likewise putting on the finer styles 
in footwear, with much satisfaction 
and comfort, and concludes that 
women’s greater desire for pretty 
shoes is a fundamental cause of the 
new grading up of shoes. 


NEW LEATHER FIRM 
And Other Items of Interest 
Aaron Hershenson, of the Globe 


Shoe Co., of Chelsea, is president and 
treasurer of the Hygrade Leather Co., 


a newly organized leather firm of Pea- 
body. His partner, Harry I. Lyon, 
is director of the company. Aaron 
Strauss, who was superintendent of 
the tannery of the Armstrong Leather 
Co., is also director of the company 
and manager of the tannery. 


Pelts Are Few 


A Peabody broker in hides and skins 
says that tanneries would be busier 
if they could get the pelts. 


For Fine English Shoes 
A Peabody tanner is making a line 


of hand boarded tan calf leather for 
high grade English shoes. 


Making Welt Shoes Only 


Welch Shoe Co. has discontinued the 
making of McKay shoes, and has 
turned over the entire factory to the 
making of welt shoes. 


Chicago 


GOOD BUSINESS 
Caused by Hot Weather 


A genuine siege of hot weather, 
which is destined to remain for a long 
while, has struck Chicago with the 
consequent result of elevating the sale 
of white footwear to a point beyond 
that reached any previous week this 
season. The shoe shops located in the 
North Side, West Side and South 
Side shopping districts, as well as all 
of the stores in the loop, have recorded 
an exceptionally active call for white 
shoes of all styles. From the records 
of the sales of most of the stores in 
town, it is safe to estimate that white 
oxfords predominate, with white can- 
vas a close second. Generally, white 
footwear comprises about 65 per cent 
of the total sales of shoes. Dull black 
kid and patent, as well as suede pumps, 
are moving very satisfactorily. The 
merchants, as a whole, anticipate a 
record-breaking business in the forth- 
coming weeks if the weather keeps up 
its present ideal condition. 


SHOE TRAVELERS’ MEETING 


Resolutions of Sympathy to 
Mrs. C. C. Horsford 


At the meeting of the Shoe Travelers’ 
Association held on Wednesday, June 
11 at the Morrison Hotel, which was 
coupled with a big attendance, a few 
important suggestions were made, 
among them being one to raise the 
dues to $7.50 a year; another to include 


salesmen of overgaiters and finding 
as those eligible for membership. A 
resolution of sympathy was presented 
to Mrs. C. C. Horsford, expressing 
regret on the recent death of Mr. 
Horsford, who was salesmanager of 
the Marion Shoe Company, Marion, 


Ind. Another meeting is scheduled | 


for Wednesday, June 18th, at 12.30 
at the Morrison Hotel. 

The Chicago National Shoe Exposi- 
tion, which is being held under the 
auspices of the Shoe Travelers’ Asso- 


‘ ciation of Chicago, is nearing culmi- 


nation and every member of the associa- 
tion is extending his fullest support 
for the success of this big event. The 
various committees are holding ses- 
sions as frequently as three times a 
day and the basic plans and arrange- 
ments are practically complete. 


WHOLESALE TRADE ACTIVE 
Big Call Is for Quality 


From every branch of the wholesale 
districts reports are received of top 
notch activity. The wholesalers are 
receiving tremendous call for every 
style and quality of women’s pumps and 
oxfords. ‘White kid, white canvas, 
dull black kid pumps, low heel brown 
walking oxfords and black suede pumps 
are all having enormous demand by 
visiting merchants and through mail 
orders. The children’s shoe houses are 
exceptionally busy. A. Gilblom of 
Henry Kleine & Co. says: ‘During 
the past few weeks the call for patent 
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leather Mary Janes has been far beyond 
our expectations, or our experience 
in former seasons. Barefoot sandals 
are also in large demand by merchants 
from all parts of the United States. 
We fortunately are well supplied with 
these items and are taking care of our 
trade in the best possible manner.” - 
S. J. Myerburg of the Stanwear Shoe 
Co., says: ‘‘We are having a strong 
call for misses’ and growing girls’ 
shoes in various styles. Business at 
this time of the year is wonderful 
and we expect the demand to develop as 
mid-summer approaches. More mer- 
chants have come to the market this past 
week than ever before and the big call 
is for quality.” 


LEADING SELLERS 
At the Various Stores 


Among the various stores the follow- 
ing styles are reported as the predom- 
inating styles: White canvas colonials, 
$7.50; white kid sport oxfords with 
military heels, $10.50; white kid oxfords, 
$7.50; white canvas colonials, $6.50; 
white canvas oxfords, walking heels, 
$5.00; same in kid, $7.75; white eve- 
cloth oxfords, Louis heels, turn soles, 
$3.85; white canvas oxfords, white 
Louis heels, plain toe, $6.50; dull kid 
pumps with buckles, $7.50; black or 
brown kid oxfords, $7.00; patent leather 
or black or brown suede pumps, $8.50. 


INCREASE PAY 


At Wieboldt & Co.’s—Also Shorter 
Hours 


Fewer hours of work and a 10 per 
cent increase in pay is the mid-year 
gift of W. A. Wieboldt & Co. to their 
1,500 employes. : 

The raise in pay, which totals ap- 
proximately $75,000 a year, will be 
figured from June 1, while starting 
July 1 the stores will remain closed 
Saturday night and every other night 
in the week, thereby cutting off three 
and one-half hours’ work weekly. 

“We have taken this step as a 
means of bringing about even better 
service to the customers and promot- 
ing closer relationship between the 
employes and members of the firm,” 
said Werner A. Wieboldt, general man- 
ager of the company. ‘“‘We are also 
keeping abreast of the times and taking 
into. consideration the higher cost of 
living. 

“The closing of our stores nights 
will permit. more recreation on the 
part of our workers. Hereafter our 
hours will be from 8.30 a.m. to 5.30 
p-m., five days a week, and from 
8.30 am. to 6 p.m. on Saturday. 
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Mr. Retailer 


We are 
Builders of Better Credits. 

We don’t stop short when we have 
reported your standing, and let it 
go at that. 

We have broader aims. 

Our first object is to build up our. 
Subscribers’ Sales. 

We can best do this by making 
your account safe for credit. 
Our Services are yours for,the 
asking 


WRITE US TODAY. 





The Credit Clearing House 
‘*Builder of Better Credits’’ 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 
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IN STOCK 
For Immediate Delivery 


A 





' Seasonable White S. I. Canyas Colonial TURN Pump, 


White Ivory Sole, 16/8 Half Louis Heel. 


Widths— B—3 -7 
“ —C and D—2%-7% 


Price $3.00 Net 


Same Style in Patent Colonial With 16/8 Full Louis 
Heel. Widths B, C, D. 


Price $4.35 


Newton Shoe Co. 
HAVERHILL, MASS. 
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These hours will be permanent—Win- 
ter and Summer. 

‘Advertising, it has been proven, 
is absolutely essential to the pros- 
perity of the modern business house. 
We attribute much of our success to 
advertising, being, to the best of my 
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belief, the largest advertisers in Chi- 
cago, outside of the loop.” 

W. A. Wieboldt & Co. have two 
stores. One is located at Milwaukee 
Avenue and Paulina Street, and the 
other at Lincoln Avenue, School Street 
and Ashland Avenue. 


Brockton 


PROPOSED NEW FACTORY 
BUILDING 
To Accommodate Manufacturing 
Demand 
Plans have been drawn for a model 


shoe factory building in Brockton to 
cost approximately $150,000. The pro- 








Factory Financing Fully Arranged 

Plans for the proposed new building 
were prepared at the suggestion of 
President C. P. Holland of the Ply- 
mouth County Trust Company of this 
city. A part of the financing, it is 
understood, will be undertaken by 
local business men in co-operation with 


To Build New Storehouse 


George E. Keith Company, which 
recently perfected plans for building a 
$75,000 heating plant, will also build 
a storehouse of reinforced concrete 
construction, the latter to cost about 
$140,000, totaling - $215,000.00 to be 
spent in building the present season 
by this concern. This is the largest 
building program thus far inaugurated 
by any local concern during the past 
two years. It is a good beginning for a 
building boom for Brockton’s leading 
industry. 


Continued Demand for Oxfords 


In every Brockton shoe factory the 
call for oxfords from every stock con- 
tinues to come from all parts of the 
country. The demand is so much greater 








Proposed Model Factory Building for Brockton, to Be Financed by Local Banking and Business Men 


posed building is to be of concrete 
construction, four stories in height, with 
35,000 square feet of floor space and a 
daily capacity of practically 200 dozen 
pairs of shoes. It is to be equipped with 
electric motors for operating all machin- 
ery. The location of the proposed build- 
ing is to be at the south end of the city. 
The picture shown here, through the 
courtesy of the Brockton Enterprise, 
is made from architects’ plans and rep- 
resents the latest ideas in factory mill 
construction. 


the Trust Company. Mayor Gleason 
of this city is authorized by the pro- 
moters to receive applications for space. 
There is an insistent demand for addi- 
tional factory facilities in the production 
of footwear in this city. It is believed 
that there will be no difficulty whatever 
in securing leases for the proposed new 
building. Already one of Brockton’s 
leading concerns, occupying extensive 
factory space in this city, has made 
application for space in the new build- 
ing. 


than the supply that a large part of 
these calls must remain unanswered. 
Many of the Brockton factory in-stock 
departments will have oxfords all 
Summer. Every pair of these will 
undoubtedly have a ready sale. In 
preparation for what will be the biggest 
demand for Fall in-stock goods ever 
known in Brockton factories, shoes will 
be made up as soon as possible to 
stock these departments. The number 
of stock styles will be curtailed for the 
Fall season in order to concentrate on 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 

install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 
The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 
soon control all the business in his territory. 
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Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 

With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 

We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 
for a particular size shop. 


United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
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a smaller number and thus make the 
production come as near as possible 
toanswering thedemand. ‘‘Oversold’’ is 
the in-stock story at present. So far as 
foresight can provide, manufacturers 
will endeavor to avoid this condition 
in their factory stock departments 
during the Fall season. 


BROCKTON SHOES AT 
STYLE SHOWS 


Representation by Local Concerns 


At the Shoe Style Show to be held in 
Boston, July 14-17 inclusive and also 
at the show to be held in Chicago, July 
7-11 inclusive, several of Brockton’s 
leading houses will be represented as 
regards men’s as well as women’s welt 
footwear. The Boston show is to be 
held at Symphony Hall in that city, 








while the Chicago show is to be at the 
Hotel Morrison. Brockton exhibitors 
at the Boston show are: The Preston 
B. Keith Shoe Company, Churchill & 
Alden Company, Tolman Print, Inc., 
while from the South Shore district 
are Williams-Kneeland Company and 
J. F. French Company. Local concerns 
exhibiting at the Chicago show will 
include: Thompson Bros. Inc., W. L. 
Douglas Shoe Company, Howard & 
Foster Company, Ralston Health Shoe- 
makers, The Dalton Company, Inc., 
and Diamond Shoe Company. 

At both these shows, made-in-Brock- 
ton footwear will be strongly represented 
on the latest ideas in lasts, patterns 
and materials. Members of the concerns 
and salesmen will be in attendance to 
look after the merchants who visit 
their exhibits. 


Haverhill 


WOMEN’S BOOTS FOR FALL 
Heights to Be from 834 to 9 Inches 


Haverhill manufacturers making 
women’s boots for the Fall season are 
using heights from 834 to 9 inches. 
This applies both to lace and button 
boots. Of the latter there are a con- 
siderable number sold. While high 
priced leather naturally restricts, to 
some extent, the boot of the high 
pattern, nevertheless business in this 
class of footwear is excellent and mer- 
chants are paying prices without 
question. Brownis the favorite color, 
and large orders for this shade are 
being produced at Haverhill factories. 
Patents are also going well. 


Haverhill at the Boston Style Show 


This city will be well represented at 
the Boston Style Show, to be held 
at Symphony Hall in that city, July 
14 to 17, inclusive. Among the concerns 
which have already booked space at 
the show and will show samples of 
their footwear, are: C. K. Fox, Inc., 
Bancroft-Walker Co., Kimball & Sher- 
man Co., Emery & Marshall Company, 
Ellis-Eddy Company, Knights-Allen 
Company, Rickard Shoe Company, 
Herman E. Lewis, Le Bosquet-Moore 
Company, L. B. Dudley & Company. 
Many merchants will be attracted to 
this show through the excellent oppor- 
tunity which it will offer to see the latest 
styles of footwear displayed on the feet 
of living models, as well as at the booths 
where the samples are shown. 


No Restrictions of Styles 


At the Boston Style Show the Haver- 
hill manufacturers will present, for the 


approval of visiting merchants, a great 
variety of styles in women’s footwear. 
There are no restrictions on lasts and 
patterns. In fact, the lid is off completely 
in that regard. Merchants who visit 
the style show may be sure that Haver- 
hill will do itself proud as regards the 
individual initiative which is so import- 
ant a factor in Haverhill-made goods. 


Foreign Demand for Haverhill 
Footwear 


Haverhill factories are visited almost 
daily by men from foreign countries who 
are desirous of placing orders for Haver- 
hili-made footwear. Several of the 
larger concerns here are doing a con- 
siderable export business through 
connections which they have made in 
Europe, South America, Australia, 
South Africa and other foreign localities. 
Others are making plans along these 
lines. There is no question that, in the 
near future, Haverhill will greatly ex- 
tend this export trade. With the foreign 
demand which now exists and is steadily 
growing, Haverhill will obtain a sub- 
stantial share of foreign business, pro- 






BOOT AND SHOE RECORDER 81 


viding the manufacturers give it the 
same degree of cultivation which they 
do in the United States. The world is 
looking to this country for supplying 
shoes and Haverhill is situated as favor- 
ably as any other shoe centre to respond 
to such demands. 


Leather Prices Continue to Advance 


Conditions in the leather market are 
unprecedented as regards advance in 
prices. The market is rising almost 
from day to day. Shoe manufacturers 
are continually compelled to revise 
their costs on an advance scale. Mer- 
chants who purchased their Fall lines 
at prices prevailing several weeks ago 
may consider themselves fortunate, 
considering the higher prices which 
they must pay today. Further purchases 
must be made at still further advances. 
The situation is such that manufac- 
turers are unable to anticipate anything 
except higher prices to come. On next 
season’s samples which are being pre- 
pared it is difficult to figure costs. These 
must be governed largely by the amount 
of stock which the manufacturer has 
on hand from which to produce goods. 


Preparing Factory Foundations 


Excavations are being made for the 
foundations of the new eight-story con- 
crete building to be erected on Essex 
Street by the Essex Associates. The 
work is progressing rapidly. Building 
operations will soon begin. It is expected 
that the new structure will be ready for 
occupancy in the late Fall. It will be 
used principally by local concerns which 
will remove from present locations as 
a means of increasing their production. 


CHANGE IN SHOE FIRM 
One Member Retires 


S. I. Parker Company, Inc., is the 
style of the concern which succeeds 
Newburg-Parker Shoe Company with 
factory on River Street, G. E. Newburg 
retiring. Louis Berenberg is president, 
with Samuel I. Parker, treasurer and 
general manager. 


Rochester 


Rochester, -the city beautiful, will 
again bring forth the best in footwear 
at the seventh semi-annual Style Show 
to be held at the Powers Hotel, July 7- 
12. Coming at the time of the con- 
vention of the New York State Shoe 
Retailers’ Association there has been a 
big demand for display rooms and 
everything indicates that this will be 


one of the biggest and most successful 
shows ever held. 


LIST OF EXHIBITORS 
With Their Room Numbers 


The list of exhibitors and their room 
numbers follow: 
Womens’ Shoes—Utz & Dunn, 500; 
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THE LAST 
WORD IN 
FALL 
OXFORDS 


A 116 
Gun Metal Oxford 
$4.85 


A 118 
Patent Leather 
Same as above 


HARNEY STANDARD STYLES 
In-Stock 


for IMMEDIATE DELIVERY 


A 104—White Nubuck Ox., 18-8 Lea. Louis (sprayed), C-D 

A 105—White Nubuck Ox., 14-8 Mil. (sprayed), C-D. 

A 107—Patent Ox., Satin Quarter, 18-8 Lea. Louis (sprayed), B B-C.. 

A 109—White Fabric Ox., 18-8 Lea. Louis peraret. C-D 

A 115—Mat Kid Ox., 18- 8 Lea. Louis, C-D. axe celagagiiee 

A 116—(As illustrated) Gun Metal Ox., 18-8 Lea. Louis, ‘A-D. $4 
A 118—(As illustrated) Patent Colt Ox., 18-8 Lea. Louis, A-D 

A 127—Gun Metal Ox., 14-8 Mil., A- D. 


FOR JULY lst DELIVERY 


A 130—No. 14 Russia Calf, Insert Pump, New 14-8 Baby Lea. Louis, 
$5.25 


et AA-D 
A 131—18-8 Lea. Louis, AA-D . .$5.25 
A 135—White Fabric, Insert Pump, 18-8 Lea. Louis '(sprayed), ‘A-D. . $4.00 


In-Stock Terms 2-10 Net 30 


P. J. HARNEY SHOE CO. 


Factory :: :: Lynn, Massachusetts 


Boston In-Stock nemtiiiidins :: %8 Lincoln Street 


‘ee * Shoes You Order Are the Shoes You Get . 


RPE BE 5 TAS POTS dosage & 


AEE LIE SE Ti LS oO IE IEG OT 
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Rochester Style Show Executive Committee 








Top Row—(left to right) Chas. W. Hellmer, Roy F. Schneider, T. C. Dieter. 


Lower Row—(left to right ) 


Piehler Shoe Co., 616; The W. £. Tuttle 
Co., 507; L. P. Ross Co., 530; John 
Kelly, Inc., 554; E. P. Reed & Co., 
557-559; Moore-Shafer Shoe Mfg. Co., 
571; The Menihan Co., 600-602; C. P. 
Ford & Co., 604; W. B. Coon Co., 504; 
Burrows Shoe Co., 650; Sherwood 
Shoe Co., 654; Leach Shoe Co., 671; 
Dugan & Hudson Co., 657; Joy, Clark 
& Nier Co., Inc., 552; J. Heilbrunn & 
Sons, 549, Rochester; Westcott-Whit- 
more Co., Syracuse, N. Y., 526; Dunn 
& McCarthy, Auburn, N. Y., 639-643; 
McElwain Hutchinson & Winch, New 
York City, 656; P. W. Minor & Son, 
Batavia, N. Y., 620; Cleveland Shoe 
Mfg. Co., Cleveland, Ohio, 640; Mc- 
Elwain, Morse & Rogers, New York 
City, 634-6; Standard Felt Co., West 
Alhambra, Cal., 638; Daniel Green 
Felt Shoe Co., Dolgeville, N. Y., 647. 
Mens’ Shoes—Hurley Shoe Co., Rock- 
land, Mass., 621; Boyden Shoe Co., 
Newark, N. J., 548; J. W. Carter & Co., 
Chicago, 628; Florsheim Shoe Co., 


' Chicago, 648; A. J. Bates Co., Webster, 


Mass., 622; C. A. Eaton Co., Brockton, 
Mass., 615; L. P. Ross Co., Rochester, 
530. 

Misses’ and Children’s—A. S. Kreider 
Shoe Co., Annville, Pa., 626; Hagers- 
town Shoe and Legging Co., Inc., 
Hagerstown, Md., 522; Truitt Bros., 
Inc., Binghamton, N. Y., 550; Williams, 
Hoyt & Co., 502; J. J. McMaster, 528; 
Goodger Milow, 538; The W. E. 
Tuttle Co., 507; Piehler Shoe Co., 616; 
George J. Wilson, 555; Dugan & Hud- 
son, 657; John J. Kalb & Sons, 667; 
Joseph Schreier, 526; Frank W. Hahn, 
539; and J. Heilbrunn & Sons, Roches- 
ter, 549. . 

Leather—Castle Kid Co., Camden, 
N. J., 521; New Castle Leather Co., 
Wilmington, Del., 608; Pfister & Vogel 
Leather Co., Milwaukee, 508; Ohio 
Leather Co., Girard, Ohio, 515; F. 
Blumenthal Co., Wilmington, Del., 
658; Trostel Leather Co., Milwaukee, 
606; F. Hecht & Co., New York City, 


Frank W. Rice, Eugene E. Connor, W. J. Moylan. 


601; Charles M. Lane, Rochester, 565; 
C. D. Brown, Rochester, 506. 
Miscellaneous—Cloth: Worumbo Co., 
637; Seamans & Cobb Co., 618; H. 
Gitterman & Co., 637; Lasts: Roches- 
ter Last Works, 563; Empire Last 
Works, 607; Stewart & Potter, 610; 
Dayton Last Works, 606; Display 
Fixtures: W. H. Huebner & Sons, 537; 
Klee Display Fixtures Co., 545; Trade 
papers: The “Boot and Shoe Recorder,” 
561; The Shoe Retailer and The Shoe 
and Leather Reporter, 573; Manu- 
facturers’ agents: J.G. Traver Co., 663; 
Heels: G. H. Moore Heel Co., 666; 
Lynn Wood Heel Co., 569; Goodyear, 


Tire & Rubber Co., 668. 


SEVENTY-ONE EXHIBITORS 
Reported by Clarke Rowley 


Clarke Rowley, chairman of the 
Style Show Committee, reported that 
applications for space had been received 
from five new exhibitors during the 
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are happier for the children when 
their little feet are comfortable. 


Doctor Adler’s Hygrade footwear— 
thoroughly made, durable and with 
style and comfort will please dis- 
criminating parents—will sell rap- 
idly and stay sold and at the 
same time build your business 
steadily and permanently. 





The Hygrade stock proposition is 
really worth knowing all about. 
Just write us for complete infor- 
mation. 


-” 

108-110 Duane St., New York . 

FACTORY: 2963-81 Atlantic Avenue, BROOKLYN,'N. Y. 
CHICAGO OFFICE: Lees Building 


HYGRADE SHOE WORKS ‘e oe 
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week, bringing the total number of ex- 
hibitors up to seventy-one and making 
a gain of twenty exhibitors over any 
previous show. 

To assist in the entertainment of.the 
wives of shoe men who attend the Style 
Show and _ Convention of the New York 
State Shoe Dealers’ Association, Presi- 
dent Oster appointed the following 
committee: A. C. Edson, chairman; 
Frank Rice, Jim Beatty, Harry Beatty, 
Frank LePine, and “Sky Parlor” 
Anderson. 

In conjunction with the committee 
appointed by the Shoe Dealers’ Associa- 
tion, this committee plans to see that 
all women who attend the convention 
will have a royal good time. Plans are 
being made for a theatre party for the 
women, an automobile sight-seeing 
trip through Rochester’s famous parks 
and an excursion to Manitou Beach, 
where a picnic and shore dinner will be 
held. 


DISCUSS TAX RULINGS 


Joe Byrne Urged Members to Back 


Chamber of Commerce 

The discrepencies in the federal in- 
come tax rulings were again discussed 
and Joe Byrne, president of the Na- 
tional Association of Traveling Shoe 
Salesmen, urged all the members to 
back the Chamber of Commerce in 
their efforts to have the McKeller bill, 
providing for a 20 per cent reduction 
to commercial travelers and other 
habitual users, passed by the present 
Congress. All the members were urged 
to write to their representatives and to 
Senators Wadsworth and Calder re- 
questing them to support the measure. 


R. A. T. S. S. MEETING 
. The Second of Summer Season 


Lots of pep and go characterized the 
second meeting of the Summer season 
of the Rochester Association of Travel- 
ing Shoe Salesmen, held at the Powers 
Hotel on Tuesday of this week. Appli- 
cations for membership were received 
from William H. Duffy, representing 
Chas. A. Eaton Co., George Hecker, 
representing Cleveland Shoe Mfg.Co., 
Ray F. Shuman, representing Shuman 
Shoe Co., Ruben Markowitz, represent- 
ing Leach Shoe Co. 


WHOLESALERS GO VISITING 


Another Trade Extension Trip, 


The wholesale merchants’ council of 
the Chamber of Commerce planned a 
second trade extension trip for Tuesday, 
June 17. About seventy-five members 


made the trip for the extension of 
acquaintances among the retail ‘ mer- 
chants of the towns on the shore of 
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Lake Ontario to the east of Rochester, 
and as on the first trip; no effort will be 
made to sell goods. 

Instead of going by automobile, the 
wholesalers will travel by chartered 
trolley to West Webster, Webster, 
Union Hill, Ontario, Williamson, Sodus, 
and Sodus Point. Dinner will be 
served at Sodus Point, and it is planned 
that the car will reach Rochester on the 
return trip at 6 o’clock. 


EARLY CLOSING 


Twelve Shoe Stores Agree to 
Schedule 

Merchants of Rochester are now 
heartily in favor of early closing of 
their stores on Saturday evenings 
throughout the year and as the result 
of a recent petition, twelve shoe stores 
have agreed to close their stores at six- 
thirty on Saturday, June 21, and to 
adopt that as the permanent hour for 
Saturday closing. 

For many years the merchants have 
felt that they must keep-open on Satur- 
day evenings to take care of their trade, 
but now that most of the factories and 
exclusive shops in the city are closed, 
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it is believed that the business can be 
done before Saturday evening. 

The stores which have agreed to 
adopt the early closing hour are: W. M. 
Pidgeon, Jr., G. R. Kinney Co., Endi- 
cott-Johnson Co., S. B. Thing & Co., 
Sterling Shoe Store, Walk-over Men’s 
Store, Regal Shoe Co., R. H. Long Co., 
W. E. Miller, Super Quality Boot Shop, 
and Martin Leckinger’s Sons. 

As Sibley’s, McCurdy’s, Wm. East- 
wood & Sons’, Duffy Powers’, Gould, 
Lee & Webster, Malley’s and Fuller’s 
have been operating on the early 
closing plan for some time, Rochester 
now joins the ranks as a pioneer in the 
movement for early closing of all retail 
stores. 


FIRM INCORPORATED 


Jeremiah Phelan’s Sons Files 
Papers 


Incorporation papers were filed with 
the Secretary of State recently for ““The 
Jeremiah Phelan’s Sons, Inc.—To man- 
ufacture, sell, etc., shoes, leather, etc.” 
Directors: Wm. G. Phelan, Wm. J. C. 
Arlidge and Mrs. Carrie K. Phelan. 


Boston 


DOING THE PAUL REVERE IN 
NEW ENGLAND 


Awakening New England to 
Association Work 


In a whirlwind tour of New England, 
I. H. Morse, chairman of the New 
England Attendance Committee and 
T. C. Mirkil, secretary commissioner of 
the N. S. R. A. have been stimulating 
the development of associations. The 
meetings held in Worcester, Springfield, 
New Bedford and Hartford were well 
attended and resulted in great en- 
thusiasm. 

In New Bedford the baby organiza- 
tion of Massachusetts was organized — 
thirty live merchants met at the Parker 
House and in an evening session started 
what promises to be one of the real 
active associations of the country. A. 
Desjardines was elected president; T. 
F. O’Hara, vice-president and C. I. 
LeBlanc, secretary-treasurer and on 
June 24 a meeting will be held on by- 
laws and on the Style Show. In July 


- a joint clambake will be held in con- 


junction with the Fall River Shoe 
Merchants’ Association. The speakers 
of the evening were I. H. Morse, T. C. 
Mirkel and A. D. Anderson. 

On June 18, fifty shoe merchants of 
Connecticut—from every large shoe 
center—met at Hartford, Connecticut. 


President Thomas J. Mildren speedily 
conducted the business session and a 
special committee presented a resolu- 
tion on the luxury tax. The banquet 
was held after the business session. I. 
H. Morse, T. C. Mirkil and A. D. 
Anderson made addresses. The Con- 
necticut Association has increased its 
contribution per member to the N. S. 
R. A. and promises an 100 per cent 
attendance at Boston, 1920. 

From Hartford the Booster Auto, 
traveling 50 miles the hour, under the 
guidance of I. H. Morse, started for St. 
Johnsbury, Vermont, and the Vermont 
meeting at Lake Willoughby. 


A TRIP BY AEROPLANE 


Mrs. E. B. Terhune a Passenger in 
Long Flight 

Mrs. E. B. Terhune, wife of E. B. 
Terhune, publisher of the “Boot and 
Shoe Recorder’? and president of the 
Boston Shoe Trades’ Club, celebrated 
Bunker Hill Day, June 17, by a long 
flight in an aeroplane, going out to sea 
and circling over Boston and North 
Shore points, 4000 feet in the air. The 
aeroplane in which the flight took place 
was a part of the North Shore Aerial 
Transportation Company of which Mrs. 
Terhune’s husband is a director. — 

The aeroplane was driven by Ensign 
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Strategy of Buying Now 


is excellent business 
strategy for retail shoe 
dealers to weigh today’s 
conditions as to shoe stocks and 
prices, and from them foresee 
the prospective situation this 
coming Fall and Winter. 


T 


In-Stock goods are in tremen- 
dous demand. Oxfords today 
have the call everywhere. Prices 
of all goods are firm, with the 
probability of rises before there 
are decreases. 


All this points to the judicious- 
ness of Bates Dealers ordering 
intelligently, promptly, and with 
a clear vision upon the certain 
consumer demand the remainder 
of this year! 

a 


It brings into strong relief the 
conservatism of buying, last 
Winter and early this year, that 
has resulted in low store stocks 
now—and the frantic demands 
upon in-stock departments. 


It counsels the placing of reason- 
ably-sized initial orders in time 
to insure price-protection and 
delivery of early Fall Bates 
Shoes when wanted. 


Meanwhile, the Bates Distribut- 
ing headquarters in Chicago is 
handling its present heavy rush 
with surprising success. It is 
filling a maximum of orders. It 
is giving invaluable advice in 
correspondence. It is lending 
the best hand to Bates Dealers 
in its history. 


Have You Had a Copy of the Bates Spring Catalogue ? 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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Edward Terhune, son of E. A. Terhune, 
well known in the shoe trade. Ensign 
Terhune has only recently returned 
from Italy where he was attached to 
the U.S. Aviation Squadron. He made 
a splendid record for himself in the 
Service driving a Caproni bombing 
plane. 


DEATH OF LOUIS GODDU 
Pioneer Shoe Machinery Inventor 


Louis Goddu, inventor of much of 
the machinery in use throughout the 
world in the manufacture of shoes, died 
on Wednesday, June 18, at his home, 
13 Madison Avenue, Winchester. 

During the course of his life Mr. 
Goddu was allowed about 300 patents, 
the greater number being on machinery 
identified with the shoe business. In 
1899, he was awarded a gold medal at 
Chicago for a machine producing wire 
nails. He invented machines for peg- 
ging and nailing shoes, a series of sewing 
machines and eyeletting machines and 
also established the Goddu Sewing 
Machine Company. Mr. Goddu sub- 
mitted a model for a loop-line car sys- 
tem to the commission which had 
charge of the plans for the Brooklyn 
Bridge in New York. This model 
attracted wide attention and was one of 
the many devices contrived by him in 
car construction calculated to expedite 
traffic. 

A generation ago, Mr. Goddu was 
connected with the McKay Metallic 
Fastener Association and when that 
company was merged with the United 
Shoe Machinery Company he went 
with the new concern. He was instru- 
mental in having the big plant located 
in his home town some twenty years 
ago, the establishment later expanding 
to greater proportions in Beverly. 
Since 1900, most of his experimenting 
was done in a shop near his home. 

Mr. Goddu was born at St. Cesaire 
in the province of Quebec, October 1, 
1837, and was brought up oma farm 
until about fifteen years of age, when 
he was thrown on his own resources. 
He came to Lowell and started to learn 
the cobbler’s trade at the bench. He 
later worked at Northampton and 
North Adams. His shoe machinery in- 
ventions are in improved form in general 
use today and have made many fortunes. 

Mr. Goddu leaves three daughters, 
Rozana E. Lane, Vienna G. Preston 
and Eda, and sons Louis H., Napoleon, 
William and George, the latter having 
succeeded to his father’s position with 
the United Shoe Machinery Company. 
Mr. Goddu was buried yesterday, 


Friday, June 20, at Wildwood cemetery, 
Winchester. 
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NEW BOSTON JOBBING HOUSE 


Opened by Atkinson-Blumenfeld 
Shoe Company 


A new shoe jobbing house which 
promises to be a considerable addition 
to the Boston market has just been 





(Photo by Bachrach) 


T. F. ATKINSON 
President 


opened by two very well known and 
very able shoe men, at 89 and 91 Bed- 
ford Street. 





(Photo by Bachrach) 


J. J. BLUMENFELD 
Treasurer 


T. F. (Tom) Atkinson, for more than 
34 years a prominent executive with 
the house of S. Rosenberg of Boston is 
president of the new company and J. J. 
Blumenfeld, better known as ‘“‘Jake”’ 


87 


most everywhere, is 
treasurer. Mr. Blumenfeld was for- 
merly buyer of the Boston Store in 
Chicago in which company he later be- 
came general manager, following which 
he was merchandise manager for both 
Carson, Pirie & Scott and Seigel & 


to shoe men 


Cooper of Chicago. He has recently 
been a member of the firm of Espen- 
heim’s Dry Goods Company in Mil- 
waukee. He has lately disposed of his 
interest in this firm and will devote his 
entire time to his duties as treasurer of 
the Atkinson-Blumenfeld Shoe Com- 
pany. 

Messrs. Atkinson and Blumenfeld 
will be ably assisted by their sons. 
Captain John B. Atkinson who has just 
returned after two years’ service in 
France, will be vice-president and Mr. 
Bernard J. Blumenfeld, also just out of 
service, will be secretary. 

The firm will specialize in jobs which 
their long experience has taught them 
where and how to buy to the best ad- 
vantage. They are receiving many 
calls from interested friends in the 
market who have many nice things to 
say about their brand new quarters and 
merchandise. 


DEATH OF GEORGE R. KINNEY 
Head of a Chain of Sixty-two Stores 


George R. Kinney, widely known 
throughout the country as the head of a 
chain of 62 retail shoe stores known as 
the G. R. Kinney Company, Inc., died 
at his home, 701 East 17th Street, 
Brooklyn, New York, on Tuesday, 
June 17. 

Mr. Kinney’s funeral took place on 
Friday, June 20. All of the stores of 
which he was the foundér closed on 
that day as a tribute of respect. 

Mr. Kinney was a man about 51 
years of age. He leaves a widow and 


two sons. He was buried at Candor, 
New York. 
CHAMBER OF COMMERCE 


OUTING 
June 26 at Nantasket Beach 


The Retail Trade Board and the 
Minute Men of the Boston Chamber of 
Commerce will hold an outing, dinner 
and joyfest on June 26 at Nantasket 
Beach. The “‘day”’ begins at 1.30 P. M. 
at the Chamber of Commerce Building 
and closes at 9.30 P. M. at Nantasket. 


SHOE AND LEATHER GOLF 
TOURNAMENT 
To Take Place on Friday, July 11 


A golf tournament, open to all 
members of the shoe and leather trade 
and given under the auspices of the 
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IF BOUGHT 
NOW there’s 


a saving— 


Here’s a style that will move regu- 
larly and steadily. You can buy 
now and save money on a ship- 
ment which you may not want to 
open up until Fall. It’s a- shoe 
i. le Mi ee that will sell then as it sells every 
Cocoa Brown Calf. Bingo day in hundreds of stores. For 
Last. Rubber Heel. A to D, immediate or future business 


6 to 10. Made up plain. Branded 
if desired. Usual terms. Standard you could not make a better 


packing. purchase. When we cut 
‘more leather for the next 


If you are a stranger to “Just factory run of this shoe 


Wright” values, have in mind the price will be higher, 
that this is a leading line of Men’s Good- Leather market 
year Welts, the product of one of the oldest, d l 
most reliable and liberal manufacturers. We a vances almost 
supply from stock, or on order, styles that ap- daily. 

peal to the “‘younger set’’ and gratify the taste 

of men of more mature years. It is a line you 

can cash in on any time and all the time, but the 

earlier you start with it the greater your income 

as time advances. 


E. T. Wright & Co., Inc. 


Rockland, Mass. 


NEW YORK PHILADELPHIA DETROIT 
Marbridge Building 1215 Market Street Washington Arcade 


SAN FRANCISCO BOSTON 
Pacific Building 183 Essex Street 
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Boston Shoe Trades’ Club, will be held at 
the Commonwealth Country Club, in 
Newton, on July 11. The Golf Com- 
mittee of the club includes: Clarence 
P. Waide, George Loveley, John Brennan 
and E. B. Terhune. 

There will be six prizes offered and 
the players will be divided into three 
groups: Class A with Massachusetts 
handicap 1 to 12, Class B handicap 
13 to 20 and Class C handicap 21 and 
up. 

All entrants are requested to get 
rating. Prizes will be offered for the 
best gross and net scores in each of 
the three classes. There will be a 
booby prize for the highest gross score. 

The entrance fee will be $1.50. The 
entries will close on July 11 and all 
members of the shoe and leather indus- 
try who are desirous of entering this 
tournament are requested to send their 
names without delay to GOLF COM- 
MITTEE, care of Boston Shoe Trades’ 
Club, 24 High Street, Boston, Mass. 


PLAN SHOE FACTORY ADDITION 
South Shore House to Enlarge Its 
Output 

E. T. Wright & Co.,; Inc., makers of 
the “Just Wright” shoe, are making 


plans for an addition to their plant 
in Rockland, Mass. The new part 
will be four stories in height .and will 
have a floor space of 20,000 square feet. 
Business at the “Just Wright” plant 
is filling the plant to overflowing, run- 
ning to a capacity of 3,600 pairs daily 
and being sold weeks in advance. The 
proposed addition will give facilities 
for the production of 1,200 additional 
pairs of shoes daily, and the employ- 
ment of about 400 more hands. 


AUSTRALIAN MANUFACTURER 
VISITS BOSTON 


William S. Parker and Son En 
Route for Home 


A visitor to the “‘Recorder’’ office 
this week was William Salmon Parker 
of McBean, Hickmer & Parker, Pty. 
Ltd., boot manufacturers of Melbourne, 
Australia. 

Mr. Parker is on his way back to 
Australia from England, being accom- 
panied by his son Malcolm, who has 
been a member of the aviation squadron 
overseas during the war. 

Our Australian friends are traveling 
back home via Vancouver. 


St Louis 


A CHANGING MARKET 


Manufacturers Hesitate to Fix 
Prices 


St. Louis shoe manufacturers have 
reached the definite conclusion that the 
situation is too dangerous to justify 
their involving themselves and, in con- 
sequence, are no longer taking orders 
for future delivery except in so far as 
they are in possession of the necessary 
stock or have satisfactory contracts 
therefore. 

The high p-ices in the leather market, 
together with the very jumpy condition 
of the market, ure the source of serious 
concern, and although samples are being 
produced for the late Fall and Winter 
delivery, as well as for early Spring, the 
manufacturers are not yet disposed to 
name prices or to begin manufacture 
for the in-stock departments on other 
than the most cautious basis. 

The men on the road have in practi- 
cally every instance been instructed 
either to close their trips or not to sell 
beyond a certain quota, because of the 
situation as regards raw materials and 
in consequence the business coming in 
from the road is markedly reduced and 
will continue to run low until the manu- 
facturers are ready to send the men out 
again on the trips which begin after the 
national holiday. ; 


“No Cancellation’? Clause Will be 
Strictly Enforced 


It is. anticipated that the salesmen 
who are usually brought into head- 
quarters during July will not go out on 
their trips as early as usual because of 
the conditions existing and that when 


' they do go they will be hedged in by 


more definite restrictions and limita- 
tions than ever before. Moreover, it 
is anticipated that there will be greater 
stringency observed in the matter of 
the ‘“‘no cancellation” clause in orders 
and also that the houses which have 
been inclined to ease up on the thirty 
day terms will return more strictly to 
those terms, because of the general sit- 
uation and the belief that the retail 
trade will be well able to meet its obli- 
gations on the thirty day basis. _ More- 
over, this restriction of terms will, it is 
believed, lead retail merchants to buy 
with greater regard for the general 
situation and not so much with a view 
to protecting themselves against the 
situation which seems to be developing. 

With a shortage of leather and other 
materials, due, it is now believed, to an 
ever increasing pressure by foreign 
buyers, with the labor supply so short 
here as to render it impossible for fac- 
tories to operate at more than two- 
thirds of their rated capacity, and with 
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the general upward tendency in wages, 
nothing but higher prices can be seen 
by the St. Louis manufacturers and 
what is more disturbing is the fact that 
manufacturers are hesitating to fix 
prices because of these various elements 
which they fear may be upset at any 
moment by sharp changes in the market 
or in the temper of labor. 


Optimism Prevails with Country 
Prosperous 


Thus it is that although the general 
business view is of the most optimistic 
character, there is such an uncertainty 
in the situation as to make it difficult 
either to predict for the future or to 
make any preparations therefor. At 
the present time St. Louis factories are 
operating at between 60 and 70 per cent 
of their rated capacity and the aggre- 
gate sales to date for the manufacturers 
and jobbers show increases both in pairs 
and in value over the same period of 
last year. With the prosperous con- 
ditions prevailing in the country as a 
whole as a result of the huge crops 
which promise so well, the shoe trade is 
looking forward to a business which will 
be limited only by ability to meet the 
demands which may be made upon it. 


WHOLESALE HOUSE 
Business Devoted to Fill-in Orders 


Current selling among the wholesale 
houses is now being largely confined to 
fill-in orders and these are oftentimes 
difficult of meeting because of the fact 
that in-stock departments are pretty 
thoroughly shot to pieces by the de- 
mands already made upon them, while 
it is rather late, except in the case of 
the specialty houses which manufacture 
only on order, to put goods through the 
plants in time for the Summer demand. 
All kinds of shoes sampled at the begin- 
ning of the season have been selling and 
the fill-in orders continue to show the 
same broad variety of demand, while 
the floors of the manufacturers and 
wholesalers distributing houses show a 
relative bareness that is unusual, even 
at this end of the season period. The 
white footwear stocks have been the 
most completely shattered lines of all 
and it is at the present time a very 
difficult thing to find either a white 


- oxford or a white pump anywhere in 


the market in any quantity, although 
a better state of affairs exists with rela- 
tion to white kid boots which, although 
they have sold heavily, have not sold in 
quite the proportion that was calcu- 
lated at the beginning of the season, due 
doubtless in part to the low shoe vogue 
and in part to the extremely high cost 
of high white kid footwear. 
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SATISFACTION” 


Satisfaction on the part of the Consumer is the highest praise of any product. 
Consumers are invariably satisfied with Blue Ribbon Service Shoes. 


The Satisfaction afforded by Blue Ribbon Service Shoes is founded upon real 
Superiority. This Superiority stands out in the quality of the Leather and the 
other Materials of which they are made, in the Workmanship employed in their 
manufacture, in the Munson Army Last over which many of the shoes are made, 
which distinguishes them for wearing comfort, and in their manufacturers’ long 


experience in making work shoes. 


Satisfaction is also afforded by Blue Ribbon Service Shoes to the Merchant who 
handles this superb line of footwear; because the Satisfaction which it induces 
in the Consumers causes them to come in steadily increasing numbers to buy 


this and other footwear at his store. 


If you are not familiar with our Special Blue 
Ribbon Service Shoé proposition, write to us today. 


SsRown 


| Lome 
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(EEE) St. Louis, U. S. A. @ «5x9 
Also Manufacturers of Maxine Shoes for Women, White House 


Shoes for Men, Buster Brown Shoes for Boys and Girls 
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W. C. Edwards is now in his third 
year of successful road work for Harsh- 
Chapline Shoe Company, Milwaukee. 
Mr. Edwards has been a shoe salesman 


W. S. EDWARDS 
With Harsh & Chapline Shoe Co. 


since 1900 and now covers sixty 
counties in western North Carolina. 


TRAVELERS AT SAN JOSE 
With Exhibits of Their Lines 


The following is a list of shoe manu- 
facturers and their traveling salesmen 
who were represented at the California 
Retail Shoe Dealers’ Convention held 
at San Jose, June 10 and 11: 

George W. Baker Shoe Co., Brook- 
lyn, N. Y., A. F. Elliott; Brown Shoe 
Co., St. Louis, Mo., R. R. Pew; Burley 
& Stevens, Inc., Newburyport, Mass., 
Solly Schweitzer; Central Shoe Co., 
St. Louis, Mo., W. S. Boom and J. T. 
Murray; Endicott-Johnson Corp., Endi- 
cott, N. Y., Al Rozier; Hazen B. Good- 
rich & Co., F. A. Montgomery and 
Jasper Kruger; Holters Shoe Co., Cin- 
cinnnati, O., A. J. McDonald; Nathan 
D. Dodge Shoe Co., Newburyport, 
Mass., Solly Schweitzer; Irving Drew 
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Traveling Shoe Salesmen 


Activities of Our Trade Ambassadors 
On and Off the Road 
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Shoe Co., Portsmouth, O., J. Frank 
Mail; Dunn & McCarty, Auburn, Me., 
W. G. Codman; John Fenton Shoe 
Mfg. Co., Columbus, O., Van L. 
McCarthy; William Henne Co., Brook- 
lyn, N. Y., C. E. Reinhart, Jr.; Julian 
& Kokenge Co., Cincinnati, O., Carl 
B. Mason; Krippendorf-Dittman Co., 
Cincinnati, O., Saul Berner; Luedke- 
Schaefer-Buttles Co., Milwaukee, Wis.; 
Lunn & Sweet Shoe Co., Auburn, Me., 
W.S. Johns; The Menihan Co., Roches- 
ter, N. Y., Gene Murphy; A. E. Nettle- 
ton Co., Syracuse, N. Y., Chas. R. 
McWilliams; John Pilling Shoe Co., 
Lowell, Mass., Chas. V. Howard; 
Thomas G. Plant Co., (two booths) 
Boston, Mass., J. A. Luke; Rice & 
Hutchins, Inc., Boston, Mass., Will 
McLaner; Roberts, Johnson & Rand, 
Branch of the International Shoe Co., 
St. Louis, Mo., E. A. Moore; Smith- 
Briscoe Shoe Co., Lynchburg, Va., 
C. E. Reinhart, Jr.; J. P. Smith Shoe 
Co., Chicago, Ill., Chas. F. Smith; 
The Selby Shoe Co., Portsmouth, O., 
A. V. Wolcott and W. G. Wolcott; 
Slater & Morrill, Inc., South Brain- 
tree, Mass., W. J. Walters; Standard 
Felt Co. (two booths), West Al- 
hambra, Cal., L. A. Wolff; Stewart- 
Dawes Shoe Co., Los Angeles, Cal., 
E. V. Stewart and George Strong Co., 
East Weymouth, Mass., J. E. Jenks. 


PHILADELPHIA TRAVELERS’ 
OUTING 


To be Held at Rifle Club, July 9 


The third annual outing of the Phila- 
delphia Shoe Travelers’ Association will 
be held on Wednesday, July 9, at the 
Philadelphia Rifle Club, Tabor Road, 
Logan. 

The committee has arranged for 
sports, which will include baseball game 
in the morning and bowling match in 
the afternoon between the association 
and the retail merchants as well as the 
other usual sports. 

The menu in preparation is an excel- 
lent one. Tickets $3.00 including war 
tax. Tickets can be purchased from 
any wholesale house or member of the 
association or at the grounds. 
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IN NEW YORK JUNE 10-JULY 10 
Charles Auer at the Breslin 


Charles Auer has P. Sullivan & Co.’s 
lines on display at the Breslin Hotel, 
New York. June 10 to July 10 are the 


CHARLES AUER 
With P. Sullivan & Co. 


dates. Mr. Auer is showing the new 
““Micky” boot and new 11-inch satin 
top ‘“Jadda.”’ 


BOSTON SHOE TRAVELERS’ 
SMOKER 


At Shoe Trades’ Club, June 26 


Secretary William Noll of the Boston 
Shoe Travelers’ Association announces 
that a Smoker and Lunch will be held 
on Thursday next, June 26, at the 
Boston Shoe Trades’ Club at 12.30. 


At this smoker the details of the 
Outing which will take place on July 
15 will be discussed. 

The sports on this occasion will be 
held at Pemberton and the dinner at 
Paragon Park. 

President Maxwell and William No 
are working with the other members of 
the Board of Directors of the Boston 
Shoe Travelers’ Association to make this 
outing the greatest success ever, and 
are most anxious that the members of 
the association show up in goodly 
numbers at the smoker and lunch on 
next Thursday, June 26. 
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WIRE YOUR ORDERS FOR THESE 


IN-STOCK SPECIALTIES 


READY FOR IMMEDIATE SHIPMENT 


Style 239 
239—Patent Oxford, Full Louis Heel, 7. 


Re 
281—Patent Leather Oxford, Leather Louis 
SE eisccebdabbntied beckneneenenes $3.75 
283—Same in Black Kid............... $3.75 
249—Same in White Kid............... $4.75 
274—Same in Havana Brown Kid . -$4.00 
234—Same in Hav. Brown Kid, Welt... $4.25 
213—Black Satin Ox., Cov. Louis Heel, aoa 


B4 
196—White Canvas Oxford, Covered Military 
Heel, Turn, B-D $2.40 
195—Same with Covered Louis........ $2.40 





Style 291 
291—Patent Pump, Covered Full Louis Heel, 
PR BE vcs ci sdesvicsscesoucescsd $3.85 
290—Same in Dull Kid, A-D.......... $3.85 
246—Patent Leather Plain Pump, Leather 
EE ae nccneeiancacnemeneen $3.75 
247—Same in Mahogany Calf........... $3.75 


Illustrated Folder 
on Request 


Stock No. 242 


242—Dull Kid “Shimmy” Pump, Cov. Louis 
pS eee ree ree eee eee $4.00 
241—Same in Patent Leather........... $4.00 
237—Same in Gray Nubuck............ $4.75 
255—Gray Kid Colonial, Covered Louis Heel, 
A, Bad vive ditedscccscsccasces $5.50 
253—Same in Dull Kid.............. $4.50 
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The Boardman Shoe Company 


564 ATLANTIC AVENUE 
BOSTON, MASS. 





r = 
Your profits 


Will be swelled by keep- 
ing posted on BLEECK- 
ER’S “‘live-wire’’ offerings. 
Get your name on the 
list of “live-wire’’ buyers— 
WRITE TODAY. 


Tell your needs to 





~ BLEECKER SHOE ruse: 


NOVELTIES ‘451 STAPLES 
WOMENS-MENS-BOYS-GIRLS 
148-150 Duane SrTreet 


| NEW YORK. NY. i 


PITT 











SURE FIT 
SPATS 


have become the most 
popular of all Overgaiters 
since their introduction. 
They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 
This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
—- It has an invisible buckle, and is 
ure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 


Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 
IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 
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KEEN STUDENTS OF SHOE. VALUES 
ACKNOWLEDGE OUR LINE GIVES 
ALL THEY SEEK— 
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FOR AT ONCE SHIPMENT 


ERE’S a smart style on an English last that has 
been a seller wherever shown. Steady sales on 
this shoe are reported. Dealer profits are most 

satisfactory. It is a sample of our high class shoemaking, 

Only dependable materials used in its construction. 

Every part is carefully selected. We predict that you'll 

be surprised to see how rapidly these shoes move. 


PLACE AN ORDER TODAY. 















NUMBER 900 
LENOX LAST—Men’s Tan Mahogany Calf. 
Single leather sole. Leather counters. Full size 


tongue, fleece lined. Leather top facings. In 
stock, A, B, C, D Widths. 


Also stock No. 906 on New Lieutenant Last. A 
very new extreme English. If interested, write for 
samples. 
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J. W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 


. 
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A Definition 
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DE LUXE 
(Invisible Buckle) 
Patent Pending 


: iii iii ies 








5 tow big dictionary defines 
“DE LUXE” as ‘‘made or 


devised with unusual elegance.” 


This exactly describes DE 
LUXE Spats. They are elegant 
—jindeed, the highest quality 
spats the good shoe merchant 


can buy. 


Made for the finest trade in all 
prevailing colors, heights, and 
styles. 


Place your Fall orders now and 
secure the utmost spat satisfac- 


tion. 


American Gaiter Co., 


THE PREMIER MANUFACTURERS OF 
HIGH GRADE SPATS 


Acknowledged the best fitting and finest made 
spats in the world 








NEW YORK 
OFFICE 
Room 602-604 
MARBRIDGE 
BUILDING. 


FACTORY 
129-133 
Grand Avenue 











DE LUXE 
(Invisible Buckle) 
Patent Pending 


TOT 
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Conceded by all /f/ 
to be the most /fiil 
practical buckle sup- [ij 
port made. 


Can be used on 
any type of 
buckle, beaded 
as well as metal. 
Absolute rigidity 
is obtained. 


Keeps buckle close to throat of shoe, cengen retaining 
long vamp. The only buckle support where inter- 
changing of buckles can be instantly done. 

The “Dalco” supplied in finishes suitable for either 
white or black shoes. 

Write today for samples and complete information. 
An assortment of buckles with ‘“‘Dalco’’ attachment is 
an ideal sales combination. We supply both. 


DALRYMPLE-PULSIFER CO. 
88 Washington St., Haverhill, Mass. 


All 
mW 
; ~ ay p 








IMPROVE YOUR 
SHOE DISPLAYS 


You can add selling value to your windows by ing your shoes with 
Mayhew’s Invisible Top Trees. Your shoes will | E more attractive 
and will be salable. 


heights of shoes— 
lace or button. 
Write for free samples of the following: 
No. 8 for no form or open form. 
No. 6 for closed form. 
No. 4 for men’s shoes only. 
$6.00 per doz. prs. (24 trees) 
- Sold by jobbers or direct. 


JAMES N. MAYHEW CO. 


MINNEAPOLIS - - - - MINN. 
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Dependable Quality 


The styles shown on this page aré€ in stock ready for immediate shipment. 
Constant Comfort shoes represent the best in value, in fit and in wear. The 
reason is that. they are made in a factory devoted exclusively to the manufacture 
of black turn footwear. This concentration of effort makes shoes with which 
the merchant can safely build his business. 


Order today from this page. 
Prices subject to change. 


No. 113 


Black Kid 6 Eyelet Lace Oxford, 12-8 heel, B. C, 
D, E $3.85 


No. 668 
Blk. Kid, 2{Stra 
Sandal, 10-8 heel, 


fae. wat 
Black Kid St. BR 10-8 Rubber Heel Blucher ASS: Fi ine io Black Kid 2 Strap Pump, 12-8 ae 
Oxford, B, C, E $3.50 B,C $3.50 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 


AUBURN - - - - MAINE 
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“( THE STANWEAR =<STANWEARS > SHOE Company) 


CHICAGO 


F our Special 
Values 








Mahogany 
Side McKay 
1675—Size 214 to 7; C-D...$3.00 1060—Patent Colt McKay, 12 to 2....$2.10 
1680— Patent Colt, 24% to 7; 1061—Gun Metal, 12 to 2 
$3.00 1062—Mahogany Side, Sizes 12 to 2... $2.20 


545—Gun Metal Turn, 4 to 8. .$1.25 Order Now 
554—Black Ki urn, 4 to 8. .$1.2. 
$—Tan Kid, 4108... $1.30 From Stock 


553—Tan Kid, 4 to8 

550—Patent Colt, 4 to 8 
Here are four exceptional shoe values for your misses’ and children’s trade. 
These are quality shoes absolutely. You will recognize their unusual merit 
upon examination. Full stock of each number. You should place your 


ae Colt, Turn, Spring order immediately for prompt delivery. (See our complete exhibit at 
am, 3 09 1.10 Room 547, Chicago National Shoe Exhibition.) 


560A—Same as above, bioie Heel, 
$ 0S. 7.00 THE STANWEAR SHOE COMPANY 


561 is reed Ne Heel, 
ei Same as above, No Heel 19 S. Wells Street - - - - - CHICAGO 











HURRY UP! TIME IS SHORT 


STOCK NO. 750 


“Keith’s Konqueror” Tan Calf Bal on our Royal Last— 
A to D-5 to 11 


NOW $6.65 


Price Must Change July 1st 
To $7.25 


Better Send in Your Sizes Today, as Lot is Going Fast. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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Recognized by progressive 
buyers as the country’s 
largest and most 
up-to-the-minute 
Shoe Style 
Event 


fe 











The Fourth Semi-annual 


BOSTON 
SHOE STYLE SHOW 


Personal Direction of WILLIAM H. WALSH 








ee 


SYMPHONY HALL 
July 14-15-16-17 





A four-day exposition of all that is new and 
popular in Fall footwear built by New England 
manufacturers—the master shoemakers of the 
world. Come and inspect the new styles, new 
lasts and new leathers that will be on exhibition. 


An event for up-and-coming buyers who want 
to stock their stores with styles that are going to 
be the popular sellers this Fall and Winter. 








An Educating Exhibition by Living Models Every Evening 
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OFFSIDE 
SEAM 
THAT MEAN 
PERFECT 
FIT 


UNDERHILL’S 
Foot-Fashioned SPATS 


A New and Better 
Way of Cutting Spats 


INSURES PERFECT FIT 


The new method of cutting employed exclusively by Underhill 
(and fully protected by patents) is briefly this: 

The inside section is 14-inch wider than the outside instead of 
equal in width as in all others. 
The result is a spat which fits perfectly, with the front and 
back seams straight and perfectly centered. 

Although few realize it the distance from the front centre to 
the back seam of a shoe, along the line where the spat fits 
down upon it, is 14-inch longer inside than outside. 

remy Spats allow for this difference. Made in all prevailing 
shades. 


If you haven’t as yet sampled these Foot-Fashioned Spats 
DO IT NOW. 


G. F. Underhill Co. 


58 COLDEN STREET: -. NEWARK, NEW JERSEY 


- Hope You'll Be There 


Chicago National 
Shoe Exposition 


The “aed Pat" Line 
of Young Folks’ Footwear 
on exhibition Morrison Hotel 


Room 305 


Novelties Galore 


Turns~Welts~McKays In Stock 


SINBAC 


Sinsheimer Bro. & Co. 
211-13-15 W. Monroe St. CHICAGO 

















—-— a a a 


——————— = = 


=. ac 


—— a a oes IIc 1c 
OOO OOOOOOOOe se a 
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Barefoot Sandal Time 
IS HERE— 


Our lines range from the low priced side 
leather stitchdowns to highest grade 
Lotus Calf Goodyear Welts. They in- 
clude all ac- 
cepted styles 
in Sandals 
and play Ox- 
fords. Stocks 
are complete 
in all grades 
and ready for instant shipment and the 
priceisright. Tell us your requirements 
—we can meet them. 





Laing, Harrar & Chamberlin 
43 North 3rd St., Philadelphia 
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; ° Some ten or a dozen years ago, it was 

' a problem how to dispose of glazed kid. 
Various advertising and selling plans 

, were devised for popularizing it in this 
country and abroad. Exporting was 
engaged in to a large extent and 
in 1910 over $16,000,000 worth was 
exported. 

One manufacturer spent large sums 
in endeavoring to popularize this excel- 
lent leather, but the public did not take 
hold of glazed kid as was desired, al- 
though it made a very comfortable and 
dressy shoe. Raw stock was plenty 
and prices were very low. 

There are few descriptions of leather 
in which so remarkable a change has 
taken place within a very few years. 
In 1917 the value of exports of glazed 
kid are given at over $23,000,000 
worth. The demand in this country is 
now unparalleled and prices have 
reached a point which was believed 
impossible some years ago.. The highest 
grades and colors are obtainable in only 
small lots and manufacturers of the best 
grades, either in black or colors, cannot 
begin to fill their orders. 

This situation is due to the general 
scarcity of all high grade leathers and 
the inability to get sufficient raw stock 
from the usual sources and to the un- 
precedented demand from foreign coun- 
tries for all the leather that we can 
spare. 



































Bringing $1.25 per Square Foot 


Colored glazed kid has long since 
passed the dollar mark and is now bring- 
ing $1.25 per square foot. Black, in 
cheaper grades, can be obtained for less, 
if it can be obtained at all. Orders are 
now placed ahead and this applies also 
to calfskins with uncertainty as to date 
of delivery and many orders for export 
are being turned down flatly, owing to 
the inability to furnish the goods. 

Black calfskins which were selling at 
60c ot 65¢ before the armistice now 
bring from 90c to $1.00 per foot. Side 
leather which was selling around 40c is 
now bringing 55c and in some instances 
65c in some new finishes. Ordinary run 
of glazed kid in good quality black is 
easily bringing 90c while less than a year 
ago 65c or 70c would purchase a similar 
leather. Patent chrome sides have 
gone from 50c up to 75c and 80c. 
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Changes in Leather Values 


Glazed Kid Was Difficult to Popularize a Few Years Ago---Now It Is.the Highest 
Priced Upper Leather and Hard to Obtain---Other Leathers 
Have Shown Tremendous Advance Since November 


- 75c a pound to 90c and light union 










a year ago prices were restricted by war 
time regulations and that since the 
restrictions were lifted the first of the 
year hide and skin prices shot up im- 
mediately to record levels, but it was 
not believed that such chaotic condi- 
tions would result so speedily. Hide 
and skin buyers are searching this 
country and the. world for sufficient 
supplies. 

No. 1 Chicago city calfskins are now 
quoted from 65c to 80c a pound as 
against 34c to 44c a year ago. No. 1 
buff hides 32 to 35c as against 18 to 
19c one year ago. Spready native 
steers are bringing 42c, an advance 
of practically 10c per pound, and the 
general advance ranges from 10 to 
15¢ a pound on hides and skins with 


Sole Leather Values 


This has all taken place practically 
inside of six months. When it comes 
to sole leather there has not been much 
change with belting butts, although 
Texas oak backs have advanced from 


leather from 72c to 85 and 86c per 
pound. 

Texas X bends are freely quoted at 
$1.10 for No. 1 and a year ago these 
were bringing 85c. Offal has shown 
little advance and in some cases it is 
actually lower than a year ago. 

To treat each leather separately 
would or.ly be a repetition of the con- 
ditions which have prevailed for the past 
weeks or months. The tendency in all 
values is not only steadily upward until the exception of Calfskins, which are 
record prices have been reached, but almost 100% higher than a year 
the greatest difficulty is in securing ago. 
anything like an adequate supply of There are some in the market who 
stock as quickly as it is needed. Shoe are inclined to think that these prices 
manufacturers are in fact taking small would not stand and that the boom 
deliveries on any part of their ordersas = tg the market was due to excitement 
fast as it comes in from the tanneries. and to the fear that there would not 
be enough stock to go around. The 
salient fact .is, however, these prices 
are being paid and it is difficult to get 
‘finished leather and sufficient supplies 
of raw stock and the scarcity is affect- 


Advances in Raw Stock 


A review of the hide market would 
show in some instances unparalleled 
advances in raw stock. It is true that 


Sole Leather 


1910 1918 1919 
Cents per pound 

Hemlock Sole, heavy, No. 1..................... 25@— 56 @57 56@— 
Hemlock Sole, seconds, mid..................... 23@— 54@55 53@— 
Oak Salesian Bem ccae cn ck 6 ET 45@— 85@92 ,1.10@— 
Oak Sole, No. 1 backs, all weights................ 43@— 80@85 92@93 
RI CON I oc noe e sake Oe ok oh Seek ts 33@35 84@85 80@82 
MUM Rd oo GS, 5 ac dled bs.« Solow del dbloales 80@83 —@88 
Offul; humlowk teads : 3) ies ev ie sie eiiwiivnds 17@18 —@14 
Gial, hemabok Bellies. | nis a.u vse ey ors. ox ewe 23@25 17@23 
Offal, hemlock shoulders........................ 38@40 35@— 
IC IID soe os ss ly c Sw eU7i bee id 24@25 18@— 
ES ER Fe Na a a en Eee re 27 @28 22@— 

Cents per foot 
Chrome, S. A., dry hide, 714 to 10 iron sides....... 43 @50 50@55 
Chrome, Green hide, 6 to 8 iron sides............. —@50 50@55 


Hides and Skins f 
1910 1918 1919 
Cents per pound 


Blea wy mative sheers i... . 6c. occ deo cine 144%@15 — @33 —@40 
Heavy thative oOws. .. . 4. a. nae dy Hee. Cite 124%@13% 24 @30 38 @40 
TMT SA oxo Sika ds shit cab ine ca eg ced 10 @10% 18 @19 32@35 
Chicago City calfskins.... . Rebs brake abe wad era 144%@16 34 @44 65 @80 
B. A. Dry hides, South American......:... 314% @32 46 @— 
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ing foreign markets as well as this 
market. It is the foreign situation 
which has much to do with the regula- 
tion of values and supplies in our own 
market. The important consideration 
for the retail shoe merchant is how this 
is all going to affect him. From the 
most careful analysis which we can 
make of the whole situation, there 
seems no other answer than that under 
the present exceedingly high regime 
of values shoes cannot be purchaséd 
for the same money as at the beginning 
of the present season. 


Labor Costs Higher 


In addition to leather costs, labor 
costs will be higher on next season’s 
goods. Consumers desiring the same 
quality in their footwear will be 
obliged to pay more for their shoes in 
our opinion, as shoe manufacturers 
freely state that they must advance 
their prices to meet the new conditions. 
Just how much this advance will be 
will depend upon the kind of shoe 
wanted and the nature of the leather 
going into it. 

No one can foretell how long the 
present feverish state of the market 
will continue. There is no sign of any 
let-up as yet and our best authorities 
in the hide and skin market do not 
hold out hopes of any immediate relief. 


A New Connection 


Thomas J. Butler with John Fenton 
Shoe Mfg. Co. 


Thomas J. Butler, formerly of Plant- 
Butler Co., Cincinnati, is now super- 
intendent of\The*John Fenton Shoe 
Mfg. Company. Mr.’ Butler’is known 
throughout the trade as a first class 
maker of shoes and his many friends 
predict for him great success in his 
new connection. 
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Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Write for 


THE CHICAGO 
and Prices WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 











Jeb Lots of Shoes & Leather 
Are Sold Through the 
Recorder Want Ad Page 


$ CENTS A WORD 





Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 








Milbradt Rolling 
Step Ladders 











DT KY OY am 0) 2 


UNSALABLE SHOES 
and ODDS AND ENDS 


mod STEEP THEME POOLS. thes 


Gans Stevens Mercantile Co. 
307 WEST MONROE STREET CHICAGO 








Nu-White 
Radium White 
Shu-White 
Nova 

Quick White 
White Edge 
Pippin 


SP an 


Sagittal es 277 


Sa 











wa 











|. WHITE POLISHES 


SILK LACES—ALL COLORS 
COLONIAL BUCKLES 


Lincoln Store Supplies Co. 
1508 Washington Ave., St. Louis, Mo. 


Pee Chee 
Blanco 
Shinola 
Polar White 
Nuway 
White Bag 
2inl 


measurements. 





It is, im short, a com: 
one handy little volume for 
8 copies for $1.25. 


Boot and Shoe Recorder Publishing Company 


207 South Street, Boston 


Shoe Knowledge That You Need 


You’ll find it all in “*The 

Shoe and Leather Lexicon” 
“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the tann 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard 
classifications of leather, and standard size lengths of last 


carton sizes, 


ete corres 
ly 50 cents a copy. 
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~ ‘ S a) ahi: Bs 
ars. Good Shoemakingy> 


SEA-ISLAND 


OXFORDS. AND PUMPS 
IN STOCK 


In sufficient quantity for the prompt 
and complete filling of your order. 
TRY IT 
60 Lines Now in Stock 
See Catalog No. 15 
No. 129 : No. 214 
SEA-ISLAND BLUCHER OXFORD, TURN L. B. EVANS’ SON Co., Wakefield, Mass. SEA-ISLAND PUMP, TURN 


‘iQ 


————— 


=IN THE HEIGHT OF STYLE 


PREMIER GAITERS will be a country-wide commodity this Fall. 
While extremely stylish and perfect fitting, their moderate prices mean 
a greater volume demand—the largest proportion of your customers 
will desire them. 

They are assuredly ‘‘the best for the price.” 

In Kersey or Felt and all fashionable colors. Place your orders NOW! 


PREMIER GAITER CO., Inc. 
129 GRAND AVE., BROOKLYN, N. Y. 
Premier Gaiters are guaranteed best fitting and best made at the price 


| 


TUTTE 





MUU CL 





HE merchant who 

handles Mayer Honor- 

bilt Shoes is troubled very 
little by “price talk.” 











THE VICTORY DETACHABLE BUCKLE 


tee 


HOLDER His customers have learned 
AN INSTANTANEOUS SUCCESS = the wisdom of looking for 
HELP and a profit maker for any retail j i 2 
a merchant. Displays buckles without quality first and Pim after 
injuring the shoe. Does not hurt the foot; ward. 

keeps the buckle perfectly rigid on the shoe; solves E 
the problem of attaching buckles and makes an . : F. Mayer Boot & Shoe Co. 

extra sale easy. = 
3 . Milwaukee, Wis. 


DIRECTIONS FOR ATTACHING = 
Lay buckle in palm of left hand; place Victory = 
holder so that both wings enter on bar, then ‘ E 


UU 
OUODERAIUEODRGUOUDAUEUERGOO DLO BRO AO NED 











Wan 





Way 





turn to right and it will slip into place. Pull 
holder down until you have room to put over 
vamp; then push one jaw of holder on to the 





vamp from side and push other jaw on until 
throat of vamp strikes the bottom. Push down 
buckle until it meets the pump; the further down 
the buckle is pushed the more -angle is 
obtained. 


FLEMING-KEEVERS COMEAN Y 


NORTHAMPTON, MASS. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth ITIONS WANTED—Three cents per word for each insertion 
page per issue: cents. For other “Want” ad- 


$3.0 00 $2.75 $2.50 $2.00 to five o'clock Tuesday P.M 
° e * ® up ive oO y P. 
6.00 5.25 4.75- 4.00 ae ee advertoes 
9.00 7.75 7.00 6.00 to their address, each word of counted in the 
* a ‘ e fe A EF RL p AF te myn Fs 
15.00 12.00 10.00 9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED SALESMEN WANTED . ' MANAGER WANTED 








GALESMEN wanted for re York en py wanted - eur as a side lias a 
ticularly Connecticut an ew York, to sel y line * school 
New York City stock line of women’s and men’s oss. Oly sleamen with estal vi EXPORT MANAGER 
novelty and staple welts, turns and McKays on erritory open: Iowa, } 
commission basis. Address K174, care Boot and and South Dakota, Nebraska, W ANTED 
Shoe Recorder, 127 Duane St., New York. Indiana, Michigan, Ohio, Kentucky. “apply ts 
THOROUGH i =  hendie bk a the Excelsior Shoe & Slipper Co > Codastonrs. is- 
A line of ladies’ Aap nF chess, to be able to =< A competent man is wanted to 
sell to department stores and big houses only. ANTED—Enxperienced salesman with estab- take entire charge of the Export 
Liberal commission to right man. Fashion Shoe w as trade pom thay OW for Viegeie. Department of a large factory 
es ‘ 
Must have best references. ‘ashion Shoe ginia ary! 2 iy se oo. making ceeu*s anes eal hiving 


Mfg. Co., 82 Ingraham St., Brooklyn, N. Y. B343, one a gaia 
Boston, M. an established foreign trade. He 


WANT ED—Old,. well-established SS aWaue 

house wants a few live-wire shoe salesmen, who WANTED Salamon with established trade to must know shoes and have 

can also handle re exceptionally | goed line whe knowledge of export conditions. 

ings, » ru bers an eather Pp co na- : 

L—. Good territory open on a strictly commis- e Ivani Virgi and W: An attractive opening for one 
m basis. Address B347, care Boot and Shoe i North and South i possessing these. qualifications. 

| te = 207 South St., Boston, Mass. fiecide. I ioe | . Nebraska Address with particulars, B348, 

A PROGRESSIVE a shoe house, cater we, --% bine mage 9 care Boot and Shoe Recorder, 207 

ing to women’ 's novelty footwear, desires repre- 
sentatives in the following territories—New York South St., Boston, Mass. South St., Boston, Mass. 
and Brooklyn, and the State of New Jersey. A con- 


siderable volume of business has already been 
established, which will be turned over to the man 
who becomes associated with us. ages must D OFFICE MANAGER AND SYSTEMA- 
wel Fe to Comeneinnts hee aie ity and ous TIZER WANTED 
well recommen dress care Boot an : an 
iors Docerter, 59t Seuss Se. Basten, Mase for East Texas, fr Spring 1920 compeien. | | @ 
A RUBBER HEEL MANUFACTURING odtcam . os experience in ofties: management and 
r Koy eed desires a ey an ine to State age, experience and line you are handling. = also knows how to figure ee 
levote entire time or to take as a side line on ERS systems pertaining to costs. lendid 
commission. Address B352, care Boot and Shoe —_— eee ae ——_ ym | for the right man. Address with 
Recorder, 207 South St., Boston, Mass. ” full particulars, B358, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 









































ANTED—Hi experienced salesmen 
WwW for line of = 8 welts. Made in Mil- 


a a gee IOWA SALESMAN 
Migonkee ee eee WANTED MEN.STRONG PERSONALITY SALESMEN WANTED 


GO ALESMI ee WHO CAN SHOW SUCCESSFUL S$ 

a aon N WANT —- ED —Good experienced shoe RECORD IN IOWA. MEDIUM AND HIGH- 

wh, ay Ay = een we eg FF ty GRADE YOUNG FOLKS’ LINE, INFANTS’ 

Ohio, New York, Eastern Pennsylvania, Western TO UN 

War Vicia, South “Bakots and ‘Acbrasts, | SPATE ACE, MARRIED OR 8 Salesmen Wanted 

ee hee oo COVER YOUR EXPERIENCE. SINBAC, 

Only live shoe salesmen with an established busi- 215 W. MONROE ST., CHICAGO. 
ness will be considered. Address B353, care Boot Experienced 

on Shoe Recorder, 207 South St., Boston, Mass. _ Mass. to carry a 


QHOE SALESMEN—We have an openi ening for IGH-GRADE Shoe Salesmen Wanted b portunity 7 Se sees = ieoanr at 
S several ¢: a? shoe salesmen to ool ox H Manufacturer making Women’s McKays, Ved Territories .epent 
line of boys’ Western Missouri and Kansas; ith Spring samples about August Siet State NOhios Indiana 

Southern Illinois ‘and Southeast Missouri; Iowa 15th. Territory open in all parts of the — ss in confidence. giving yh +." of 
and Nebraska. Straight commission; 25 samples, States. Must be a hustler, one who 
sellers and an excellent side line proposition. established trade and can give best of ame 
Hoerr-Adam Shoe Co., Belleville, Il. ence from former employer. First letter of IddzeesB 298, care Boot and Shoe Recorder 
W ANTED—Salesman on men "s high grade shoes, application must give full particulars, territory 207 South Street, Boston, Mass. 
men cal Y, for or Kentucky and covered and salary expected. The Elbinger 
Ohio. Address B341, care d Shoe Re- Shoe Mfg. Co., Cincinnati, Ohio. 
corder, 207 South St., "Boston, Mi Se 


TANTED—Salesman for _lowa—Colorado— SALESWOMEN WANTED 


Utah—Wyoming,‘ with line of men’s welt 
shoes. Only experienced men with established 
trade in this section need apply. Address B342, esmen ante 
care Boot and Shoe Recorder, 207 South St., EXPERIENCED SHOE SALESWOMAN 
ANTED 


Boston, M 
— Ww 


















































SALESMEN—Our increasing capacity y will “per- Ohi d | di 
mit us to take on a few more lesmen in an One who is thoroughly experienced and 

Ss pe ef Ox of the shoes. inde tn ane Seve 10 n lana so of talking oomngines charge of high- 

No side lines. only. ‘Luedke > tng Fe Ko Reg | 
armenioe bevy Wis. Western manufacturer of wo- oe ae opportunity for ene of 

Schaefer Shoe Co., ; y pleasing =e who can produce 

W ANTED—This ad. is intended only for good men’s high-grade McKays re- in poroen or by letter to 

i quires two first-class representa- H. M. V ro., Trenton, N. J. 


men who are now successfully selling women’s 
shoes to the retail trade and who have an estab- tives for Ohio and Indiana. 


Don’t answer unless therongny 


acquainted with trade in these POSITION WANTED 


and Texas. Write us fully about yourself territories. Address B349, care 
also ~- aon = = Boot and Shoe Recorder, 207 — . Se ee ae 
7Nddreas BS4S, ware Boot and South St., Boston, Mass. dreie Le. Hi Rey caro Bact wad Shoe Bec ter, $67 
, 207 South St., Boston, M South St., Boston, Mass. 
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LINE WANTED 





T° SHOE MANUFACTURERS—Sales manager 
with good onod experience a om et 
ize a sel cam) that w ring is 

es for rors Any yas B356, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 


I pnd = 5 shoe salesman with many years’ 
a selling in Pacific Coast Deve shoe 
ake a thoroughly good medium rice 

ma 


basis. Highest cecommendations. “gem oss B354, 
_ care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

SITION WANTED—By live-wire salesman 

with 18 years’ retail and three years’ successful 
road experience. As manager stock department or 
traveling. Illinois, Iowa or Wisconsin preferred. 
High- por references. Address Box 791, Sand- 
wich 

HOE salesman desires to | with reliabl 

wholesale concern to travel. Have had retail 
experience in all lines. At present managing retail 
store in inge city. Can furnish satisfactory ref- 
conan. 32 years. Address B339, care Boot 
and Shoe ‘nae s 207 South St., Boston, Mass. 




















Retail Manager for 15 years 
wants to change from good posi- 
tion to a bigger one. Can go no 
further in present position. Pre- 
fers city and would like to open 
negotiations with parties de- 
siring man who can take full 
charge of business with heavy 
responsibilities. Had 10 years’ 
experience buying in Eastern 
markets. Best and most efficient 
part of my life is ahead of me. 
Health perfect. Address B357, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














HELP WANTED 


WANTED— Experienced shoe salesman, window 
trimmer and card writer, state salary wanted, 
reference, married or single, age in first letter. 
Phelps Shoe Co., Shreveport, La. 
EXPERIENCED shoe manager to take oe 
of down-town retail shoe store. Apply 

Goldman Shoe Co., 1330 Washington Ave., St. 
Louis, Mo. 














BUYER WANTED 





A HUSTLER from Massachusetts with estab- 
lished trade in Ohio desires a Brockton line 
for men in fine dress welts. Commission basis. 
Communicate, 802, The Arcade, Cleveland, Ohio. 


AM well acquainted bona shoe soda, ———_ 
and retail, in Greater New York, New Jersey 
and Eastern Pennsylvania. Will take dont line of 
shoes for this territory or Philadelphia and vicinity. 
Commission. only: ill guarantee - accounts. 
Address P37, care Boot = Sax Recorder, 929 
Chestnut St., Philadelphia, P: 


ANTED—A line of women’s or children’s 

welts for New York, Brooklyn and Jersey. 
Four years with Brooklyn house. Address Ki72, 
ore! Boot and Shoe Recorder, 127 Duane St., New 














FOR LEASE 


TO LEASE 


High-class Shoe Dept.—Women’s, Misses’ 
and Children’s. This store is located in 
the heart of St. Paul’s retail business dis- 
trict, catering to the best clientele in the 
city. We are making extensive alterations 
and enlarging. The possibility for large 

| of busi is lient, while the 
standing of the store is second to none in 
the Northwest. Only responsible parties 
handling the best goods will be considered. 
Address E. E. ATKINSON & CO., St. 
Paul, Minn. 























TO LET 








21,000 square feet — three 
floors, opposite South Station. 


S. E. Berman Leather Co. 
717 Atlantic Avenue 
Beach 4620 














FOR SALE 








Buyer Wanted 


Women’s Shoes in medium grades, chain 
stores, future large to right man. Address 
B355, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














AGENCY WANTED 








A LONDON FIRM with established con- 
nections in the Home and Continental 
BOOT and SHOE TRADE, having central 
Offices and Agents, is open to negotiate an 
American Agen for Boot and Shoe 
Manufacturer.’ prepared to act for 
them, or on a cash or credit basis, and can 
tee a large trade. Business and 
nkers’ references given. Write WALTER 
& WILLIAMS, 10 Norton Folgate, Bishops- 
gate, London; England. 














SAMPLE ROOM WANTED 


GHOE MANUFACTURER desires to share an 
office with some one inthe Boston shoe district, 
to be used as a sample roomand place of appoint t- 
& 





ment for buyers. 
Mass. 


FoR SALE—Eighteen thousand dollar shoe stock 


of high and medium grade. Best a 
blished business and make m mw 
i tern Kansas. Must sell qui: 

Address B351, care ng ey and Shoe Recorder, 207 
South St., Boston, Mass. 

Publish a wire and up to date shoe store, 

12 years, — location in town and 

average, $11.6 $11,000, good 

desired; tenants 
can 6 Fd store also. Reasonable rent to right 
y- Reason for selling, ill health. Box 463, 
ridgeton, New Jersey. 
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WANTED TO PURCHASE 








Ns 


We Buy for Cash 


Manufecturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of _ 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 














Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wiré¢ or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
401 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








CASH PAID 


for shoe stores or surplus stocks of shoes 
ther ye re Leases taken 


or for o 
over. We will send a represtntative to 


investigate and make offer upon request. 
Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 








We buy quick and pay highest cash price 
roar fis glnA afm of ‘dha of 


for 
~— Sa 


no object. 

or 30 tnd our specialty. 

BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 

610 Broadway, Brookly 

*Phone 2328 Williamsburg 








FOR ge a high-grade shoe stock of 
welt shoes solely. No McKays. In- 
cludes some of the t known makes in 
the country. We are moving from our 
present quarters, and shall dis 

— just as it is. 


ond includes foot cov: 
of the family. John M igott, 60 South 
Main St., Waterbury, Conn. 














WAN TED FOR EXPORT 
YOUR oo Semen 
re Stocks 


FOR 

NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. ¥. 


CASH 





BUSINESS OPPORTUNITY 


NEW YORK EXPORT OFFICES offer few 

non-conflicting manufacturers facilities of New 

York show room and expert staff to handle their 

weet trade. Don’t — oS opportune one. 

our experience win steady foreign mane —— 
you. Have successful record. Are w 

en, te wes owen 


fe houses. 
rp ety New York. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
stock of Sho ue for your entire or surplus 


Leases ha a short term to run taken 
25 years. 


‘1, OLENICK 
413 Broadway, New York Tel. 9531 Canal 
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the right wearer, in 
shoe merchants. 

which depends the prog 








Getting More Shoes Sold Right; not 


ht fit for the ht ay ee at rege / ht profi is the great problem of 
75 oF che “Baot end ag ee to Taelp solve fe ee ee 


vf the aus allied industries relating to shoes and lea’ 
Annual Subscription in United States, $3.50; per copy, 25 cents. 
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Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
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their production and ‘distribution 
Foreign, $7.50 
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BOOTS AND SHOES 


- Allen, Foster, Bridgeo Co., Inc., Lynn, Mass. 
Ault-Williamson Shoe Co., Auburn, Me... 
Baker Shoe Co., Haverhill, Mass.. ies 
Bancroft-Walker Co., Haverhill, Mass. . 

A Brockton, Mass... 
Bates, A. J., Co., Webster, Mass.. 
Berlow, Elias, New York City 
Berry, A. H., Shoe Co., Portland, Me.. 
Bleecker Shoe Co., New York City. . 


Bros. , Bosto 
Blum Shoe Mfg. Co., Doumit, Pasties 
Boardman Shoe Co., Boston. . 
Brown Shoe Co., St. Louis, Mo. 
Cambridge Rubber Co., Cambridge, Mass.. . 
Carter, J. W., & Co., Nashville, Tenn., and 


Chica 
9 








Coneend Shoe Co., New York City. ba 
pamone + Ww Co., New Yorky NRE ‘27- 
potas N Shoe Co., Newburyport, Mass. 

Dod edeetse Shoe Co., ( 
Duane Shoe Co., New York Cit 
Duttenhofer, Val, & & Sons Co., 
Eigner Shoe Ge. 

Emery & Marshall Co., Haverhill, - m 
Evans’ Son Co., L. B., "Wakefield, Mass.. 

E-Z Walk Mfg. Co. 7 New be City. 

Fisk ke Shoe & Leath ther Co., Boston. ; 
Friedman-Shelby Shoe Co., St. Louis, Mo:; 


Fox, Inc., Chas. K., Haverhill, Mass........ 
saree pa Rend C3 Ine. New Ye York City. . 
ir y ead Co., Lynn, 

Grifin, W oe Co., Manchester, N. H. 
a Shoo ry we J., Lynn, Mass.. d 
Holters Co., The, Cincinnati, O 
Hygrade Shoe Works, New York City...... 
Johnston & Murphy, New York City 
— Shoe Corp. of America, St. Louis 

Front Cover 
Keith, Preston B., Ghee Co., —% weds Mass. 


incinnati, ‘0. 


Framingham, i ‘ 
Marston & Tapley Co., Danvers, Mass..... . 
Marion Shoe Co. Marion, Ind. 
Mayer, F., Boot & Shoe Co., Milwaukee, Wis. 
Mc roy-Sloan wage Co., St. Louis, Hy 
Nettleton, A. E., Co., Syracuse, N. Y 
Newton Shoe Co., Haverhill, Mass.. 
Nu Baby Shoe Co., E. Lynn, = 
Olenick, I., New York City.. 
Rhein Shoe Co., St. Louis, Mo.. ‘ 
Rice & Hutchins, Inc., Boston ; 
Schindler, L. B., Shoe Co., Inc., The, New 
York City te. 
Sinbec Chicago 
Smith- Briscoe t Shoe Co., Ine. Lynchburg, Va 
Smith, William Sumner, C ay 
Stacy-Adams Co., rockton ass... 
Stanwear Shoe Co., — Il. 
Stetson Shoe Co., So. Weymouth, “Mass... 
‘Stylo Shoe Co., St. Louis, Mo.. 
Thompson Bros., Inc., Brockton, Mass... 
Timson Bros., Boston... 
Tober-Saifer Shoe Co., St. Louis, Mo. 
United States Rubber Co., —— York ‘City... 
Vinsonhaler ay Co., St. Louis, Mo 
Weimer, Wright & Watkin Co.. ’Philadel om 
Welch, Moss & Feehan Co., Haverhill, 
Westcott-Whitmore Co., Syracuse, N. Y. aa 
Whitman & Keith, Brockton, ey eae 
Williams, Hoyt & Co., Roch “N. ¥. 
Wright, E. T., Co., Inc., Rockland, Mass... 


LEATHER AND OTHER MATERIALS 


Baker *; Kimball, Inc., Boston. .. .. 
Barnet, J. S., & Sons, i ne., Boston. . 
Beggs & Joab Co., Inc., Boston. . 
Blumenthal, F., Co., Wilmington, 1 Del. 
Bristol Patent Leather Co. 

Castle Kid Company, Camden, N. J.. 


Creese & Cook Co., Boston 
Eisendrath, B. D., Tanning Co., Racine, 


Wis 
Farnsworth-Hoyt Co., Boston 
Gallun & Sons bo. A | & Milwaukee, Wis... 
Henwood & Nowak, of » Bos’ 
Hub Gore, Boston and New York 
Hunt-Rankin Leather Co., Boston........ . . 
Jones Co., ton 


n 
‘vor, Co., Inc., Gloversville, N. Y.. 
New Castle Leather Co., New York City. 16a- 16b 
Ohio Leather Co., The, Gi irard, O. 64a—-64b 
Ru ping, Fred, Leather Co., ‘Fond du Lac 


Standard Kid Mfg. Co., 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 

American Gaiter Co., Brooklyn, N. Y....... 

Bicycle Step Ladder Co., Chicago, Il 

Chicago Wire Chair Co., ” Chicago 

Coburn Trolley Track Co., Holyoke, —~ae 

Dalrymple- ifer Co., Haverhill, N Mass... 

Dudley, T. D., Co., Haverhill, M 

Emery & Beers, Inc., New York City 

Federal Overgaiter Co., New York 

Fleming-Keever Co., Northampton, 

a wear Leather Mfg. Co., Inc., New York 
ity 

Pm one Tire & Rubber Co., Akron, O. 

Greilich & Sons, Wm., New York Cit 

Laing, Harrar & Chamberlin, Philadel 


Lincoln Co., The, St. Louis, Mo 
ue hew, James N., oy Minneapolis, Minn. 

bradt Mfg. Co., t. Louis, Mo. 

foe Bro” Ashen wlthtengie 

Neral Cash Register Co., Dayton, O...... 
Narrow Fabric Co., The, Reading, Pa 
Nature Tread | Mtg. Co., Chicago, Ill 
Oscar Onken Co., The, Cincinnati, _~. 
Premier Gaiter Co., New York Ci 
Ramsay, H. W., & Co., 
Tweedie Boot Top Co., St. Louis, M 
Underhill, G. F., & Co., Newark, N 
Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Albany Shoe Repairing Co., Bos 
Brockton Rand Co., Brockton and Boston, 


Griffin Mfg. Co., New York Cit 


Hacree'y 9 oseph & So =, a 
oe Machinery 


United Shoe Repair Machin ine Co, _ 
Whittemore Bros. Corp., Bosto 


MISCELLANEOUS 


Atlantic Printing Co., Boston 

Boot & Shoe Recorder Pub. Co., 

Bost.»n Shoe Style Show 

Boylston National Bank, Bosto: 

_ Purchasing Syndicate. Brooklyn, 


Chisago National Shoe 

I atio: xposition. . 

Credit Clearing House, New York City... 

Edwards, T. J eens Rea cacns em 

Everett Press, 

—— Mutual Fire Insurance Co., Fitch- 

Glauber & tCo., New York City 

Gl erchandise Co., Indianiapoiia, I 

Grges, Ss ning Co. B “Art Co., Chicago iil. 
looper Printing 

Hotel Essex, Bosto: 

Kalter Merch. Co., "Max, New York City.. 

New York Purchasing Corporation, 
New —— 

Root 


Van ‘Reess Co., New York ary, ste CoS HITE ; 


Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 
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PUBLISHERS’ NOTICE 


SUBQCRIPTICS toe 
me ok. nd ORS i Bene includes postage #56 6 the 
advance, which 
‘pte, npies, Can, Hawaiian Islands, 
exico. The price for canine 
i wanes 00 a year, including postage. 


venenan SUBSCRIPTION—The polee te 
yuntries except the hove. $7.30 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 


Wants, for Sales, etc., see Want 





OFFICES IN 
BROCKTON OFFICE: 224 Moraine St., Geo. W. 
GO OFFICE: 189 West Madison St. Tek 
. 1089. B.C. ¥ 
s |, LOUIS, OFFICE: 1627 Locust St. B. C, 
NEW YORK OFFICE: Room 102, Graham Bldg., 
127 | sony = H. Walter Scott, Manager. 
HLADELP! OFF 
PHI ELPHIA 6 OFFICE: 929 Chestnut St. H. 


ter Scot 
HAVERHILL OFFICE: Chamber of Conmmetoe 
soouen, Tie Heverhil Jt Bank Bldg. Geo. 


CINCINNATI Bere. ca 501 First National Bank 
B aad gy ones Telephone 


Main 
ROCHESTER pr ay Powers Bidg. 
Rossiter L. Seward, Western Ne hid York Rep- 


resentative. T 
LYNN OFFICE: Fred A ” Slee 
LWAUKEE OFFICE: B. C. pow, Mesteu. 
Paris Office: 2 Rue des Italiens. >. 





Santiago d 
Cone: Gerente, $, Vidal y Vidal, PF. O. Box 
ESPA aS ; ke, Leseste ae Nienets Librero- 
tc Elizondo, 4a Del 


MEipee 1 M D. F. 
Cipres exico, 
Office: Yokohama, J. F. Wagen, 


*"Nicnege. 
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IN STOCK 


These high grade 
“leaders” of the 
season, NOW 


Stock Style R 937—White Sea Island Stock Style No. R 3472—White Sea 
Oxford. Goodyear Welt, College Last, READY ee fe gg 

Plain, Ivory Welt. 1% Inch Enameled Inch Heel with Plate; B, 

Heel; B, C and D Widths... .Price $2.40 
Stock Style No. R 940—Similar style; 
C and D Widths 





TO Stock Style No. R 464—Similar styles 


SHIP 














Stock Style R 3471—White Sea Island 
Pump, Turned, Covered 1% Inch Heel 
with Plate; B, C. D Widths. . Price $2.10 


Stock Style No. R 475—Similar style; 
C and D Widths Price $1.65 


Parker, Holmes 
anD Company 
“The House That Helps’’ 


BOSTON, MASS. 


Stock Style R 3468—White Sea Island }. So To 
; . Stoc ityle No. 463— White nvas 

coe é ‘c m3 Mare gy a Oxford, Turned, Covered Louis Heel 
en oyetechoteear : ; with Plate; C and D Widths. Price $1.75 
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YOUR SUCCESS 


Depends largely upon your business 
connections. Send in your order for 
the season’s BEST SELLERS and 
connect with a successful Man- 
ufacturer of over 300 styles 
of WELTS and TURNS of 

CANVAS proven value and profit- ve 

PUMPS 


SHOES earning power 




















o8 POSNER’ 


SHOES 








FOR wt AND ES LADIES 





No. 100. No Heel, 


. Button,NoHeel,} $1.30 Shipped from the No. 102. Spring Heel 
201. Lace, “ “ 4% 1.30 No. 104. “ “ 
1.60 


Button Spr. “ 3 


203. Lace, « « 1 1.60 NEWLY ENLARGED 


"STOCK DEP’T 


5. Lace, « « 81/11 2.00 
of 


Dr. A. POSNER, SHOES, Inc. 


Office, Sales, and Stock-Rooms: 
138-140-142 West Broadway 


NEW YORK CITY *Phone: Worth 3708 
Factory: 141-151 Roebling St., Brooklyn, N. Y. 
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PIOUS TTT ae 
BPav oP TMD AsFLb Ice is re sibdi0 
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The price of a grade of Standard 
Kid may change, but never the 
quality of a grade, regardless 
of the price at which the order 
was taken. 





The buyer of Glazed Kid knows that he gets the full benefit of an 


advancing market only when the grading is accurate and uniform. 


This standardization of grades reduces to a minimum the possibility 


of an ununiform run of shoes. 





We assume the obligation that every grade of Standard Kid must 
be all that customers expect in quality and uniformity. 





We can accept orders for deliveries after September of all colors 
except Black. 
Color 18 Field Mouse 


Color A Havana Brown 
are in strong demand for Fall shoes. These skins are guaranteed to 
be colored through with pure dyes, instead of being coated with a 
pigment or paint finish. _ 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT XID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 

Factory, Wilmington, Del. 


AGE NCIES 


CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 
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APSLEY RUBBER CO. 











Service Shoes 
with 


Welted Soles 


(An Exclusive Apsley Feature) 





Made of Extra Heavy 


S a service shoe for men and a 
play shoe for boys, the TITAN Brown Canvas. Cork In- 
Shoe cannot be matched for con- nersoles, Heavy Welted 
Fibre Outersoles. Men’s, 


tinued comfort, endurance and economy. Boys’, Youths’ and Chil. 
dren’s Sizes. 








It is a strictly new departure in this 
class of footwear, being made with gen- 
uine welled fibre soles—an exclusive 
Apsley feature. 

Your customers cannot help appreciate 


the strong special Apsley features of the 
TITAN Shoe. 


CLIMAX SERVICE SHOES 
Fe those who require a lower priced line, we offer BUYERS IN BOSTON! 


our Climax Service Shoe, made exactly as the . 
TITAN, but of somewhat lighter materials. Complete lines of Apsley Foot- 
wear displayed at 





With these two lines you can meet every possible price 
demanded with the added assurance that you are giving 


your customer thoroughly reliable merchandise—the only The Apsley Rubber Company 
SSS gaye gue to ae. 520 Atlantic Avenue, - Boston 
Men’s, Boys’, Youths’, Women’s, Misses’ and Children’s 


sizes. 

















‘‘Made Better, to Sell Better, to Wear Better’’ 
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OFFICE OF 
FOUR HUNDRED AND FIFTEEN FIFTH AVENUE 
JOHN SLATER pe ota 


June 20th, 1919. 


F. Blumenthal Company 
New York City 


Gentlemen: 


I heartily appreciate the splendid 
efforts that you are making in pointing out 
to the retailer and te the public, the 
necessity of eorrect harmony between the 


dit 


shoe and the dress. 


Yours very truly, 





F, Blumenthal Company 


Wilmington, Delaware 





Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. 






































on 


Gatagn I Gaee 
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PTO eM MeM MOL eM en eM OM ULL LOLOL STULL LLL Lub 


“LIEUTENANT” LAST 


HOLDS COMMANDING POSITION IN THE TRADE 


os 


HIS shoe repre- 
. sents the  ex- 
treme in smart 
English lasts. In it is 
combined wearing 
quality with dressy 
appearance. This is 
something not found 
every day. Close in- 
spection will reveal 
features not seen any 
day in other lines, 
marked at or near the 
price we quote. 


Much as we regret the 
omittance of price from 
this ad we are obliged 
to do it because t he 
market on everything 
entering into shoes is so 
unsteady we cannot 
figure costs to cover a 
fixed price. 


Write, telephone or 
wire for quotations; 
state pairs wanted and 
if for at once or future 
delivery. 


POUL IUTOMIUIOLIMUSLOMUI PL eMMUeMenliiiineliliiiieniiiiiieniiiiiiieniiiiiiels 





It’s a better buy now 
than it will be bye and 
bye. 





Stock No. 906 
Mahogany Calf 
A, B, C, D Widths 


J. W. CARTER CHICAGO CO. 


CHICAGO, ILL. 


See our display at National Shoe Exposition, Morrison Hotel, Room 704-705, Chicago, Ill, July 7th 
to 11th. Also at Rochester Style Show, Room 628, Powers Hotel, Rochester, N. Y., July 7th to 12th. 


eh hh LM MPM Memmnmnen mM iinen niin elnniniiteitiite iit 


re Tee TT eTITTTelelimiinne litt 
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WEILDA 








NUBUCK 


REG. U. S. PAT. OFF. 


HE Name and the Thing. 

The two are Inseparable. 

The name carries to manufacturer, 

dealer and wearer the assurance of 

definite quality, and is conditioned 

upon the faith of the makers in the 
product. 


Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 





A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
~ Cincinnati Gloversville 





























tL 

































ook For The Red Line 


«“Red\ine-w lining is my best bet. 


Half the shoes in my stock are lined 
with it.’’---A prominent shoe dealer. 


FARNSWORTH, HOYT CO. 


BOSTON 
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THE SHOE OF THE HOUR! 











528 


CHERRY CALF ENGLISH 
OXFORD, CARRIED 0-1-2- 
3-4 WIDE. 


$6.25 


Price subject to change without 
notice 





(y= will sell during the coming 60 days as they never 
did before in the Summer. You are going to need more than 
you'll be able to get in the next month. We are going to have more 
ready to ship in two weeks and are now accepting orders for 528 


for delivery as soon as ready. 


This oxford is the one best seller of the season, There never 
was a time during this Spring when we could not have sold thou- 
sands more pairs than we were able to keep in stock. We have none 
now, but will accept your reservation for this next lot which it is 


hoped will be ready July 10th to 15th. | 
Wise buyers will protect themselves NOW. 


CHarRLes A. EATON CoMPANY 


BROCKTON MASS. 
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Ihe WHITEST WHITE 
Wecliitomed 


Great Merit 


Stands the Strictest 
INVESTIGATION 


Made also m the leading ROLURS 
G.LEVOR & C0. Ine. 


MANUFACTURERS 
GLOVERSVILLE, N. Y. 
NEW YORK 88-90 GOLD ST. 


—ST. LOUIS — 

LEATHER EXCHANGE BUILDING 
JOHNSON, STEPHENS & PATTON LEATHER CO 
— BOSTON — 

145 SOUTH STREET 
THE G. LEVOR COMPANY 
— MILWAUKEE — 

A.R MILLE RO 
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A Message to Visiting Shoe Buyers 


THE KING OF JOBS 


HE policy and service of S. Rosenberg, judged by those who have known 
them from actual experience, have proved their case in the success of those 
very people. 

CO-OPERATION, a complete mastery of the market at the particular 

moment and ‘Case Lots Only—Net 30 Days” have not been simply trade 
words. 








They have been business builders for hundreds of live stores who have taken 
advantage of the opportunities which these ROSENBERG principles have 
created: opportunities to buy right for quick turnover, to get salable goods just 
when wanted, to obtain the best jobs, quickest and cheapest. 


Today, even more, the same rule holds true. 


With thousands of cases on hand of the very best “itrades’’ in the 


market, this house,-by cutting out every item of waste in handling and account- 


ing, is better than ever situated to serve and satisfy the merchant who wants 
dependable merchandise when he wants it— AT A PRICE. 


Ask us to show 
you some of 


these wonderful 





trades 





MEN’S TAN GRAIN SCOUTS 
L_ LEATHER 
SIX DIFFERENT LEATHERS AT $1.75 


MEN’S BLACK KID BLUCHERS 
GOODYEAR WELT 
FOURTEEN STYLES AT $3.35 


S. ROSENBERG "estos 


209 ESSEX STREET - BOSTON, MASS. 
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To Permanently Please 


all members of the family to whom the lustrous finish, easy 
comfort and long wearing qualities of glazed kid appeal 
USE 
NOVILLA KID 


It has every quality which makes genuine glazed kid'desirable and in 
addition “IT WILL NOT SCUFF.” 


Thus the only objection to glazed kid shoes is removed. 
You can also sell NOVILLA KID FOOTWEAR at more popular prices. 
Order your kid shoes cut from NOVILLA Kid. 


CASTLE KID COMPANY 


| Originators and Sole Producers : 
CAMDEN NEW JERSEY 
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ANNOUNCEMENT 


Dr. Wm. M. Scholl begs to announce that all prepara- 
tions have been completed for the Post Graduate Course In- 
struction in Practipedics. There will be two one week sessions 
held at the Chicago Class Room, 213 W. Schiller St., as follows: 


July 7th to 12th Inclusive : | 
July 14th to 19th Inclusive 


And two one week sessions at the New York Class 
Rooms, 339 Broadway, 


July 21st to 26th Inclusive 
July 28th to August 8th Inclusive 


The instruction, which covers the dissection of the human 
leg and foot, will be most thorough in every respect, and is an 
unusual opportunity for shoe dealers and shoe fitters to acquire | 
knowledge of the foot as applied to Practipedics, the science 
of giving foot comfort. 

Dr. Scholl wishes those who are interested to apply at 
once for reservation, as a very heavy attendance is anticipated. 






















Educational Department 


THE SCHOLL MFG. CO. 


213 W. Schiller St., Chicago 
339 Broadway, New York 112 Adelaide St. E., Toronto 







AFFILIATED INSTITUTIONS 


Regularly incorporated and chartered by the State, of 
Illinois for educational purposes 


AMERICA N SCHOOL OF PRACTIPEDICS 
THE SCHOLL ORTHOPEDIC TRAINING SCHOOL 
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BUMPER SHUS 





Mean More Comfort and Service for Men and Boys 











Finest Genuine Chrome Colors, Brown or 


Horsehide Uppers 4 “Smoke.” Widths D-E. 


Coy WY wey Sizes from 11 Youths’ 


eee oy) et to 12 Men’s. 
oles— Uutwear Leather : \ 
\|Men’s $2.95 


Wow Wow Wow 


Armstrong Cork fi I ? 
on ete Boys’ 2.75 
| w| Youths’ 2.50 


Goodyear Welt Construction 




















FE, have made BUMPERS, They are not ordinary “Scout’’ shoes, 


not to meet any competitive but real service shoes that are also 
price—but rather beyond competition 


in VALUE. extra good looking. 


Try Bumper Shus at Our Risk 


Send us a sample order and if the shoes are 


in the least unsatisfactory, just return them. 


Converse Rubber Shoe Co. 
Malden, Mass. 


| 

! 

— | 
Bumper means “full” of service ! 
i 

! 


| aR 
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Photo by Bachrach 


T. F. ATKINSON 


I-10 
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34 
Years 
of 
Shoe 


Wholesaling 








| 


32 
Years 
of 
Shoe 


Retailing 








Turns 


MASS. 


é 99 a ” & 
TOM’ and “J AKE | 


The Team You Ought to Play With 


This Record Tells 
You WHY 





Photo by Bachrach 


J. J. BLUMENFELD 


E. have “teamed up” because we believe that our 
‘Y thorough knowledge of both ends of shoe merchandising 
will mean better selling shoes to our customers. 


| Women’s Shoes are Our Specialty 
; Welts ; 
When planning a Special Sale we are particularly qualified 


to assist you. 


“We Know Good Shoe Selling 
As Well As Good Shoe Buying” 


Something Interesting Always on the Floor 
ATKINSON BLUMENFELD CO. 


89-91 BEDFORD ST. 
BOSTON - - 
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The Boys of Your Town Will 
Some Day Be Men and Fathers 


Wonseam 


PATENTED AND REGISTERED 


SHOES 


Wort Rip 


The homely proverb of “As the twig is bent 
so the tree is inclined” can be used to advantage 
by foresighted merchants. 

Those who start the boys trading at their store 
by selling them Wonseam Shoes are making 
customers for life. 

Boys grow pretty quickly; it will not be long 
before they are rearing their own families, recom- 
mending Wonseam Shoes for their own boys, 
and dealing entirely, as a matter of course, with 
the store that has always given splendid foot- 
wear values. 

Wonseam Shoes mean stronger present trade 
and greater future business. They are hand- 
somely put together, are prized by boys as the 
best in comfort and looks, and have exceptional 
features that place them beyond competition. 


Tongue, quarter and vamp are made in a single 
piece. The tongue won’t pull out. 

The famous army last, perfected by government 
experts, is used. 

Two thicknesses of léather cover the toe and 
protect it from kicks. 


Wonseam Shoes won’t rip or leak. The single 
seam, placed at the rear, follows the line of 
strain. It is reinforced by a full length leather 
backstay, guarded by three rows of stitching. 


Colors are black and chocolate. Men and little 
gents’ sizes are carried in stock. 


Wonseam 
Shoes 


Better sales now and for years to come will 
follow yeur introduction of Wonseam Shoes. 


Ask for the name of the nearest jobber in your 


section. 


W. H. GRIFFIN COMPANY 


Manchester 


New Hampshire 
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meswee] Diamond Pointers _[ss#n. 
Mark. 7 SHOWING WHY a — 
One Customer Makes Another 
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“Look Like Shoes 


SERIES ONE 








That Might Cost Much More’’ ISSUE TWO 











LAST WEEK A WESTERNER 
NOW SOUTHERNER 


The feeling is the same 


CALLA AUTEUR CTE A ETAT 











STOCK SHOES GOING 
STRONGER THAN: EVER 


Always an important feature in correct mer- 


















MORGAN’S 
VIRGINIA AVENUE STORE 
Head-to-foot Outfitter 
Cumberland, Md. 
June 17th, 1919. 


MU 





Diamond Shoe Co., 
Gentlemen: 
Enclosed herewith find our order for immediate delivery. 
We have had a rery pleasant experience with your line in 


TEE 









chandising, stock shoes are now a greater 
necéssity. While market conditions are still 
unsettled, merchants will buy a good pro- 
portion just when they need goods. So we 
have added: 

1. New pointed lasts. 







TCT 













No. 724 
$7.60 










Bal, 









Ready 
August Ist. 








WING FOOT 
RUBBER HEEL 






OUR NEWEST 2. Wing Foot rubber heels on many | 
THE RACER styles. | 
Has the very slender last 3. Several variations tending to 


for the higher class trade 


Koko Russia Calf 
Racer Last. 
A,B,C,D, 5% to 10 














dressier stock merchandise, such 
as whole quarters:and buck tops. 













THE NEW FALL CATALOGUE 
Will be mailed about July 25th. Be sure 


to get your copy. If you don’t, write. 














OTTO 


















THOUSANDS OF CASES ON HAND 
LARGE DAILY SHIPMENTS 

In addition to our enormous reserve supply 

we get about 1800 pairs a day, for stock. 

This is more than most makers in our grades 








Hii 

















that we have sold nearly every pair of shoes we bought from you 
in what has been, for us, a record t srnov:r. 

In the past we have bought shoes in both high-grade and 
cheaper grade shoes. However, if you can assure us of prompt 
delivery of our orders, we intend to give you our entire business 
in the grades of shoes you make. 

We hope that you will be able to co-operate with us in prompily 
meeting our needs. Yours very truly, 

(Sgd) I. MORGAN. 
MM By—M. M. 


COMMENT BY SALES MANAGER: 
The shoes will talk just as effectively. A representative 
show you how, if you say so. 
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NEW YORK STOCK DEPT 
Strrorr 196 CHURCH ST. 
CLEVELAND 


FACTORIES 


A 


SX 









IE-ZAQDOQIN MD OO ND 


have for all purposes. Service with us 
means real service. Watch us this Fall. 





NEW BOSTON OFFICE 
For the convenience of Trade we have 
opened a New England office at 207 Essex 
Street. Mr. A. J. Reilly is in charge and will 
cover the territory regularly. . 
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UNION MADE 
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DOODAAIAAIOY 


The S tory of | 
The Frog---the Woodpecker and---the Parrot \ \ 


@What have FROGS, WOODPECKERS, and PAR- 
ROTS to do with shoes? 

@Many frog-like humans “croaked” we couldn’t make 
good the phrase ““The Shoes You Order Are the Shoes 
You Get.”” We did, however, and the ‘“croaking” 
stopped. 
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that we had made good on a small business, but couldn’t 
make good if we grew large. 

@We expanded our sales three times and are still giving 
our guaranteed satisfaction; so the “hammering” 
stopped. 

@Soon the parrot-like humans will be copying the prattle 
one from the other, that, small or large, we couldn’t 
possibly hold the confidence of our buyers. 

@Meanwhile our buyers go quietly along getting their 
extra thirty days’ dating for signing our Trade Accept- 
ances and profiting by our guaranteed merchandise. 


AVATAR ACA 


AAT AT AYA 


MIM 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 
IN STOCK DEPARTMENT—8 Lincoln Street, Boston 


BOSTON OFFICE—183 Essex Street 
COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 


’ 1 Shoes You Order Are 
the Shoes You Get : 
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Vaughan's 
Ivory 


HE increasing success, year after 






The Sole that Has Made year, of Vaughan’s IVORY is a 
very natural one. Customers look 
White Shoes Staple for a white and permanently white sole to 





their white footwear. Such a feature in- 
creases the looks, the value, the style 
desirability of the shoe—assures the last- 
ing satisfaction of the purchaser. 


It is as natural for a man or woman to 


continue to patronize the store that sells white 
shoes soled with VAUGHAN’S IVORY as it is 
for them to buy these shoes in the first place. 


VAUGHAN'S IVORY is the sole leather 


with an edge all its own—cannot crack or peel and 


Costs no more than other good sole 
leathers, 
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George C. Vaughan 
Tanneries at 
Peabody, Massachusetts 







































A Shoe Editorial 


For the first time in several months it is 
now possible for us to mention our “In-Stock 
Department.” 


Six months ago it was thought that the pro- 
duction of high grade shoes for women would 
increase this year and that prices would gradu- 
ally come down. Today it is realized that pro- 
duction has not kept pace with demand and that 
shoes will be very much higher in price next 
season. 


Skilled shoemakers are better paid than ever 
before and the shortened hours in factories still 
further curtail production. 


A world-wide demand has caused an increase 
of over 50% in the cost of hides since February 
Ist, black glazed kid, mat goat and calfskins are 
selling in the high grades today at over one 
dollar per foot, colored kid and ooze finished 
leathers are much higher in price. 

At these high prices the supply does not equal 
the demand—we are face to face with another 
season of advancing prices. If retailers will buy 
only what they actually require for their im- 
mediate needs it may be possible to stabilize 
prices to some extent. 

The pumps and oxfords we are making for 
in-stock department are this season’s smartest 
styles; it will be well to remember also that they 
are very exceptional values. ’ 


Vrassonyitettafay 


Hallahan & Sons, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., 


Philadelphia 
New York Office: Chicago Office: 
L. M. Gerson, J. R. Varley, Duncan Brothers, 
Marbridge Bldg., Great Northern Bldg. 
34th St. and Broadway 
London Office: 
Henry Bolton, Milton House, 


iswell St. 























































































allainan 
Made 


Ready to Ship 
July Ist to 10th 
















Finest White Oregon Cloth 

Circular vamp whole quarter lace 
oxford, goodyear welt, 876 (Briarcliff) 
last, white ivory sole, 134 white ivory 
leather heel. Price $5.25 








Style 27 





White Calf of Highest Grade 


Circular vamp whole quarter lace 
oxford, goodyear welt, white ivory sole, 
1% white ivory leather heel, straight 
tip with small perforation, five blind 
eyelets, new 905 last (long vamp effect) 

: Price $7.25 














Alamo Pump 
(Improved Colonial) 

Patent leather of highest grade, 
small tongue with jet finished slide, light 
welted sole, mockturn edge, 2% cellu- 
loid finished wood Louis heel, 845: last. 
Price $7.00 

























YZ 


\N 


AAA 414 to8 


All Stock Shoes Sold Net 30 Days 
Following Sizes and Widths Carried in Stock 


A3 to 
AA 34 to8 B,C&D2%to8 


Send for new illustrated 
booklet of in-stock styles 


White Calf Alamo Pump 


(Improved Colonial) 
Of finest grade, small tongue with 
covered slide, light welted sole, 21% 
covered Louis heel, 845 last. 


Price $8.00 


8 
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Boston Salesrooms 
: + 95 South Street 







BOOT AND SHOE RECORDER 





The S. R. O. Sign 
Is Out 


The surest sign of a good show 
is the S. R. O. sign—with tick- 
ets at $10 a pairat the agencies. 
That’s the show the public go 
to. They don’t want to see a 
second rater. 


We can very logically liken the 
present demartd for TONY RED 


and CRESCO to just such a 


situation. 


The trade evidently want Creese 
and Cook leathers and the more 


*“Cresco”’ 


sss 
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we tell them we'll have to make 
them wait, the more they seem 
to want them. 


We're doing our best to satisfy 
you all, friends. 


We only wish we had a couple 
more tanneries and all the raw 
skins we need. 


Get your order in twice as far 
ahead as usual, is our best advice. 


a 
= 
= 
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“You ei t Think of Either Without the Other”’ 


“Tony Red” 
and 


Creese 


and 
Cook 


Tanneries at 
Danversport 
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FLEX-LAST 


JUVENILE 
SHOES 


Style No. 1 Style No. 121 


Mary Jane Patent Leather Finest Materials Patent ee Oxford, 


Pump, Turn BOR SF iciaas scence $2.10 


105... eeesseenssees ss Highest Workmanship sow. 235 
, rs In Black Gun Meta 
Perfect Service nna * 


Dik <5 caancacrwescce 2.35 


“The Perfect Turn Shoe” 


IN STOCK 


Style No. 61 Style No. 44 


Black Kid, Lace, Turn, ‘ Patent Leather Button 
with Tip Boot, Mat Kid Medium 


ibibo. ci c.t) poe $1.90 Ready to Ship Height Top, Turn 


ot AREA IR LEN: 2.15 : 
‘Wiibout ‘Tip Se: La Send Trial Order So 


In Tan Kid with Tip 
i OO OEY: $2.10 White Washable Kid Top 


Sin hn ' You Will Grow Fast me ee 
By Stocking Flex-Last 


92 Duane Street 
New York City 





Style No. 61 


























June 28, 1919 





BOOT AND SHOE RECORDER 















100 per cent 
satisfaction 


Wearers of All America 
shoes are satisfied with the quality, 
style and service they give. 










How do we know? 





Because the retailers who sell All America 
shoes do an increasing business on them. 






Does this interest you? 









All America Distributors 








The Rice & Hutchins Baltimore Company 





The Rice & Hutchins New York Company 
The Rice & Hutchins Atlanta Company The Rice & Hutchins Chicago Company 


The Rice & Hutchins Cleveland Company The Rice & Hutchins Cincinnati Company 
The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 










Rice & Hutchins, Inc. 
29 High St., Boston, U.S.A. 

















